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Six  Simple  best-sellers ! 


Now  Paddi  Pads  and  Babettes 
bring  instant-win  promotion  to 
the  baby  market. 


There's  £10,000  of  prizes  to  be 
won  in  the  "Match  the  Mums"  game 
on  Robinsons'  market  leading  brands. 
Ifs  fun  to  do,  easy  to  follow.  Customers 
will  love  it  They'll  know  at  once  when 
they've  won,  and  they  can  win  again 
and  again!  For  you,  that  means  new 
first-time  business  and  fast  repeat- 
purchase  business. 

"Match  the  Mums"  flash  packs  will 


be  backed  by  special  display  material. 

And  the  Paddi  Pads  and  BabetteslV 
commercials  will  be  seen  by  mums 
all  over  Britain  during1980. 

We  want  to  put  a  lot  of  instant 
business  your  way! 

Help  your  customers  to  win 
by  ordering  plenty  of  stocks  of 
Babettes  and  Paddi  Pads 
disposable  nappies  today 
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Now  the  good  news . . . 

After  the  recent  news  that  agency  cosmetics  are  to 
make  an  excursion  into  "superstores",  how 
encouraging  to  hear  that  Vichy  are  not  only 
confirmed  in  their  chemist-only  policy,  but  are  to  take 
impressive  steps  to  bring  more  chemists  into  their 
franchise. 

The  company  is  making  three  basic  changes  in  its 
commercial  policy  (p72)  which  will  enable  any 
chemist  who  has  been  put  off  in  the  past  by  too- 
heavy  a  commitment,  to  take  the  first  steps  towards 
making  the  range  a  profitable  investment.  An  opening 
stock  parcel  will  be  available  at  a  cost  as  low  as  £100 
and  only  after  a  "nursery"  period,  during  which  the 
chemist  will  be  asked  to  commit  himself  to  no  more 
than  he  believes  right,  will  he  move  on  to  larger 
orders  with  their  attendant  higher  margins. 

If  this  sounds  too  much  like  Utopia  to  a  beleaguered 
chemist,  who  has  seen  friends  desert  him  one  by  one 
over  the  years  (or  be  swallowed  up  by  competitors 
with  a  more  roving  eye) ,  then  perhaps  we  have  to 
look  no  further  for  the  reason  than  in  the  bracketing 
of  the  name  of  the  National  Pharmaceutical 
Association  with  the  move.  The  NPA  has  well 
publicised  its  negotiations  with  the  cosmetics  houses 
over  the  past  year  or  so;  in  some  it  has  been  less  than 
totally  successful  (Revlon  being  the  prime  example), 
but  Vichy  have  clearly  been  eager  and  willing  to 
co-operate  and  the  result  is  a  clear  challenge  to 
chemists — independents  and  multiples  alike — to  make 
the  most  of  the  opportunity. 

It  is  no  good  pharmacy  having  exclusive  ranges 
unless  they  are  stocked  widely  and  with  enthusiasm 
— and  sold  positively  with  the  backing  of  expert 
advice.  Failure  to  accept  this  challenge  would  be  to 
prove  other  agencies  right  in  their  belief  that  quality 
toiletries  are  no  more  than  a  pick-up  line  to  be  carded 
and  merchandised  on  racks,  in  supermarkets. 
( Perhaps  this  is  a  time  also  to  remind  shop 
designers  and  fitters  not  to  go  too  far  with  the  removal 
of  that  essential  focal  point  for  consultation  between 
customer  and  assistant — the  counter.) 

Vichy  are,  of  course,  a  European-based  company 
with  pharmaceutical  ties  and  origins.  In  that  they  are 
far  from  alone  on  the  Continent  and  there  are  other 
pharmacy-only  ranges  both  already  here  and 
considering  the  UK  market.  They  may  watch  closely 
the  way  the  chemists  respond  to  concessions — and 
the  better  Vichy  succeed  the  more  likely  is  the 
chemist  to  find  others  willing  to  support  his  cause 
effectively.  We  wish  the  move  well — not  least  for  the 
bandwagon  it  could  start  rolling. 
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Vichy  help  chemists 
to  start  accounts 


Vichy  UK  are  introducing  a  new  com- 
mercial policy  to  encourage  distribution 
of  their  chemist-only  skin  care  range. 

The  move  comes  after  detailed  discus- 
sions with  the  National  Pharmaceutical 
Association  during  1979  and  involves 
three  basic  policy  changes :- 

□  A  small  opening  stock  parcel,  featur- 
ing the  whole  range,  will  be  available  to 
new  accounts  at  a  total  cost  of  less  than 
£100  and  with  attractive  trade  mark-ups. 

□  A  new  two-tier  merchandising  system 
will  be  instigated,  designed  to  help 
chemists  build  up  Vichy  business  Without 
having  to  invest  in  a  stock  level  dispro- 
portionate to  the  starting  rate  of  sales. 
New  customers  will  be  asked  to  commit 
themselves  only  to  the  maximum  level 
of  stock  they  feel  able  to  handle,  and 
Vichy  merchandisers  will  keep  the  stock 
at  that  level. 

□  After  this  initial  "nursery"  period, 
when  the  chemist  has  built  up  a  sufficient 
flow  of  Vichy  customers  to  result  in 
regular  larger  orders,  the  Vichy  repre- 
sentative will  be  a'ble  to  offer  high  levels 
of  mark  up  based  both  on  sales  and  the 
quality  of  Vichy  display  in  the  shop. 

The  new  policies  will  be  backed  by 
increased  advertising  and  promotional 
support  from  Vichy.  This  Will  include 
new  merchandisers  and  standardisation 
of  packaging  to  build  further  awareness 
of  the  Vichy  brand  name;  monthly 
colour  advertisements  in  leading  women's 
magazines,  and  increased  promotional 
offers  and  PR  support.  In  addition  sev- 
eral new  and  important  products  will  be 
introduced  to  reinforce  Vichy's  reputa- 
tion in  skin  care. 

European  precedent 

Vichy  hope  that  the  new  policies  will 
help  them  achieve  through  UK  chemists 
What  they  have  already  achieved  in  the 
other  major  European  markets — they 
are  the  leading  company  to  practise  ex- 
clusive distribution  through  chemists. 

M.  Jean  Marie  Gueden,  Vichy's  man- 
aging director,  points  out  that  although 
set  a  little  above  the  UK  average  market 
price,  Vichy  products  are  within  the 
reach  of  most  consumers.  "This  is  both 
because  the  range  is  simple  and  the  pro- 
ducts easy  to  understand,  and  because 
they  are  available  through  a  rapidly 
increasing  number  of  high  street  chemist 
outlets." 

M.  Gueden  concludes:  "In  the 
1980s  we  intend  to  build  on  our 
new  policies  to  offer  continued  and 
increased  support  to  the  chemist,  and  in 
return,  hope  the  chemist  will  take  full 
advantage  of  stocking  and  promoting  a 
leading  skin  care  range  to  which  he  has 
exclusive  rights  of  sale. 

"This  is,  after  all,  an  advantage  sorely 
needed  by  the  UK  chemist,  who  today 
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finds  himself  even  in  competition  with 
the  local  grocery  store.  1980 — the  year 
of  the  chemist?" 

Vichy  UK  Ltd  move  to  new  offices  at 
Ashville  Trading  Estate,  Nuffield  Way, 
Abingdon,  Oxon  OX14  1TJ  (telephone 
Abingdon  26747;  telex  Vichy  G  837818) 
on  January  24.  From  June,  all  distribu- 
tion and  warehousing  will  be  on  the 
same  site. 

CHCs  to  examine 
pharmacy  in  the  80s 

Has  the  time  come  to  control  the 
location  of  pharmacies,  to  employ  more 
salaried  pharmacists,  or  is  more  radical 
action  required? 

These  are  some  of  the  questions  to  be 
discussed  at  a  conference  on  "Pharma- 
ceutical services  in  the  80s,"  February 
14,  at  10.30  am,  organised  by  King 
Edwards  Hospital  Fund  and  the  Associa- 
tion of  Community  Health  Councils. 
The  conference  (fee  £7.50)  will  be  held 
at  the  King's  Fund  Centre,  126  Albert 
Street,  London  NW1  7NF. 

Speakers  will  be  Dr  Ian  Jones,  lec- 
turer, Bradford  University  pharmacy 
practice  research  unit;  Mr  Stanley  Blum, 
general   practice   pharmacist;   Mr  Jim 


Bannerman,  past  president  of  the  Phar-  I 

maeeutical  Society;  Dr  Monte  Lubel, 
general  practitioner;  Dr  Sue  Barlow, 
research  fellow  in  pharmacology;  and 
Mr  George  Teeling-Smith,  director, 
Office  of  Health  Economics.  Details 
from  Patricia  Hope,  King's  Fund  Centre. 

Smallpox  vaccine 

Supplies  of  single-dose  vials  of  smallpox 
vaccine  are  now  being  made  available 
throughout  England  and  Wales.  How- 
ever, the  Department  of  Health  has 
agreed  to  a  Pharmaceutical  Services 
Negotiating  Committee  request  that  | 
where  pharmacist  contractors  are  unable 
to  obtain  single-dose  vials  and  have  to 
supply  instead  10-  or  25-dose  vials,  they 
will  be  paid  accordingly  if  the  prescrip- 
tion is  endorsed  to  that  effect.  The 
special  arrangement  will  apply  to  pres- 
criptions dispensed  during  January,  and 
the  position  will  be  reviewed  next  month. 

Society's  influence 

The  Pharmaceutical  Society  is  to  produce 
two  leaflets  for  distribution  to  organisa- 
tions able  to  influence  public  opinion. 
The  first  leaflet  will  give  information  on 
the  Society's  activities,  and  the  second 
will  describe  the  pharmacist's  contribu- 
tion to  health  care. 

The  Society's  Council  has  agreed  that 
20,000  copies  of  each  document  should 
be  produced,  at  a  total  cost  of  about 
£1,500,  and  that  distribution  costs  should 
be  kept  to  a  maximum  of  £500.  Branch 
and  regional  public  relations  officers  are 
to  receive  copies  for  distribution. 
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"And  they'll  sell  even  after  the  steel  strike  . . ." 
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PSNC  rejects 
new  offer 


Presenting  the  1979  Kodak  quality  award  is  (second  from  left)  David  Shattock, 
assistant  marketing  manager,  Kodak  Ltd  with,  from  Napcolour,  Hal  Briscoe, 
director  in  charge  marketing,  Fred  Lewis,  managing  director,  John  Faulder, 
chairman,  Charles  Plant,  former  chairman  and  Peter  Stockley,  who  is  in 
charge  of  production 

Napcolour  win  quality  awards 


The  Ormskirk  laboratories  of  Napcolour 
Ltd  have  won  the  1979  Kodak  quality 
award  for  independent  photofinishers 
who  use  Kodak  papers  and  chemicals. 

It  is  the  second  year  running  that  a 
Napcolour  laboratory  has  taken  the  top 
prize — the  1978  winner  being  the  Chester 
laboratories.  Ormskirk  is  the  largest 
laboratory  in  the  Napcolour  group. 
Situated  a  few  miles  north  of  Liverpool, 
it  serves  photo-dealers  in  the  north-west 
of  England. 

The  award  and  prize  of  £250  were 
presented  to  Napcolour  chairman  John 
Faulder  and  his  colleagues  by  David 
Shattock,  Kodak  assistant  marketing 
manager,  at  a  luncheon  in  London  on 
January  10.  Representing  Ormskirk  were 
laboratory  manager  Geoff  Rigby,  pro- 


duction manager  Frank  Anderson, 
quality  control  manager  Ralph  Nixon, 
and  quality  control  technician  David 
Dunne. 

The  Ormskirk  laboratories  have  been 
at  or  near  the  top  of  the  quality  per- 
formance chart  throughout  1979  and  this 
consistency  has  won  them  the  award. 
Scottish  Colorfoto  Laboratories,  Glas- 
gow, took  second  place,  and  Grunwick 
Processing  Laboratories,  North-west 
London,  came  third. 

Other  laboratories  in  the  1979  top  ten 
were  Photo  Trade  Processing,  Stevenage; 
United  Photographic  Laboratories,  Deal; 
R.  H.  Williams,  Haverfordwest;  J.  D. 
Brown,  Dundee;  T.  Cooper  (Harrow) 
Ltd;  Napcolour  Ltd,  Chester;  S.  H. 
Shayler,  Carterton,  Oxford. 


The  Department  of  Health's  "second 
thoughts"  on  implementation  of  the 
Franks  panel  report  have  been  rejected 
by  the  Pharmaceutical  Services  Negotia- 
ting Committee,  since  they  add  little  to 
the  package  rejected  in  December. 

The  main  points  for  rejection  relate 
to  the  DHSS  plan  to  claim  back  dis- 
counts to  1978  and  its  failure  to  give 
a  commitment  to  a  Review  Body  ma- 
chinery. However,  the  Minister  does  re- 
cognise the  need  for  machinery  to  re- 
solve disputes  and  has  asked  for  more 
time  to  consider  how  the  "structure"  as 
well  as  the  "quantum"  of  remuneration 
problems  might  be  better  negotiated. 

However,  PSNC  wants  the  areas  of 
dispute  to  be  referred  back  to  the  panel 
for  further  elucidation  as  they  believe 
the  report  is  not  being  interpreted  by  the 
Department  as  intended.  The  Commit- 
tee is  considering  what  lead  to  give  to 
the  LPC  conference,  but  is  expected  to 
call  for  a  ballot  of  contractors. 

Advertising  guidance 

The  Pharmaceutical  Society  is  soon  to 
publish  new  guidelines  on  advertising  by 
pharmacists.  The  Society's  Council 
decided  at  the  January  meeting  that 
pharmacists  may  advertise  the  sale  or 
supply  of  wheelchairs  and  other  aids  to 
mobility  provided  no  titles  are  used. 

One  consequence  of  the  Unichem 
decision  was  that  it  had  been  agreed 
certain  activities  constituted  professional 
services  and  that  any  advertising  of  such 
services  would  be  a  breach  of  paragraph 
6  of  the  Statement  upon  Matters  of 
Professional  Conduct,  whether  or  not  a 
restricted  title  was  used. 

The  Ethics  Committee  considered  that 
while  the  sale  or  supply  of  aids  to 
mobility  were  part  of  the  professional 
service  of  the  pharmacist,  advertising  of 
such  aids  should  be  permitted.  The  Com- 
mittee recommended  therefore,  and  the 
Council  agreed,  that  the  Council  should 
reaffirm  that  the  sale  or  supply  of  such 
aids  was  a  professional  service,  but  that 
the  Council  would  not  object  to  advertis- 
ing the  sale  or  supply  provided  that  no 
restricted  titles  were  used. 

Ginseng  trials 

The  clinical  trials  planned  for  Red  Kooga 
ginseng  (C&D.  March  31,  1979,  p433) 
are  about  to  start. 

At  least  500  and  possibly  up  to  1,000 
workers  in  an  unnamed  car  factory  will 
take  part  in  a  double-blind  controlled 
trial  to  see  whether  ginseng  relieves  the 
symptoms  of  stress  associated  with  bor- 
ing, repetitive  jobs.  The  trial  group  will 
take  600mg  daily  for  six  months. 

The  ultimate  aim  is  to  obtain  a  pro- 
duct licence  for  the  Red  Kooga  brand 
but,  according  to  Mr  R.  Hamilton-Coo- 
per, managing  director,  even  if  the  trials 
are  unsuccessful  the  product  is  bound  to 
benefit  from  the  publicity. 


MP's  support  review 
of  vaccine  damages 

Mr  Jack  Ashley,  MP,  received  support 
from  73  MPs  when  he  put  a  motion  to 
the  Commons  on  Tuesday  calling  for  an 
"urgent  review"  of  the  vaccine  damage 
compensation  scheme.  He  pointed  out 
that  of  2,500  claims  for  compensation 
only  366  had  been  agreed. 

On  Monday  Mr  Patrick  Jenkin,  Sec- 
retary for  Social  Services,  had  told  the 
Association  of  Parents  of  Vaccine  Dam- 
aged children  that  those  children  will 
receive  no  more  specific  payments  than 
they  are  entitled  to  under  the  Vaccine 
Damage  (Payments)  Act. 

Under  the  Act,  introduced  by  the 
Labour  Government,  vaccine  damaged 
children  can  claim  an  ex-gratia  payment 
of  £10,000  from  the  age  of  two,  provided 
they  suffer  at  least  an  80  per  cent  dis- 
ability and  provided  the  damage  was 
suffered  after  the  Health  Service  was 
established  in  1948.  The  Association 
claim  that  this  payment  is  insufficient  and 
unfairly  excludes  victims  whose  disability 
is  less  than  80  per  cent. 

When  the  Act  was  introduced  Mr 
Ennals,  Mr  Jenkin's  predecessor,  said  the 
scheme  was  intended  to  give  immediate 


help,  and  was  not  total  compensation. 
But  the  Department  denies  that  Mr 
Ennals  ever  committed  the  past  govern- 
ment to  any  further  action  and  Mr  Jenkin 
says  that  any  further  help  for  vaccine- 
damaged  children  would  be  made  in  the 
context  of  improved  help  for  the  disabled 
in  general. 

Mr  Ashley  has  also  pointed  out  in  a 
letter  to  Mr  Jenkin  that  the  wrangle  over 
compensation  is  having  an  adverse  effect 
on  necessary  vaccination  programmes. 

Retail  sales  up 
18  per  cent 

Retail  sales  by  chemists  and  photo- 
graphic goods  dealers  were  up  18  per  cent 
in  November  1979  on  the  same  month 
the  previous  year,  according  to  Depart- 
ment of  Industry  figures.  The  sales  index 
reached  341  (1971  =  100)  while  that  for 
all  retailers  was  337,  an  increase  of  17 
per  cent.  The  index  for  independent 
chemists  and  photographic  dealers  rose  to 
235  (also  up  18  per  cent)  whereas  inde- 
pendent retailers  in  general  had  a  14  per 
cent  rise  to  an  index  of  269. 

NHS  receipts  are  excluded  from  the 
figures,  as  are  the  figures  for  co-operative 
societies  and  multiple  retailers. 
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Closure 
rate  still 
falling 

There  was  a  net  gain  of  seven  pharmacies 
to  the  Pharmaceutical  Society's  Register 
in  December  1979.  In  England  16  opened 
up,  of  which  five  were  in  London,  and 
14  closed  down  (two  in  London).  One 
opened  up  in  Wales  with  five  opening  up 
in  Scotland  and  one  closing  down. 

Provisional  figures  for  the  whole  of 
1979  put  the  net  loss  at  56,  leaving  the 
number  of  pharmacies  in  Great  Britain 
at  10,656.  This  represents  a  continuation 
of  the  slowdown  of  closures — in  1978 
there  were  98  closures  and  in  1969  478 
(which  represented  the  highest  closure 
rate  over  the  past  18  years).  The  net  loss 
of  pharmacies  over  the  past  decade  is 
estimated  at  2,195. 

Kodak  raise  prices 
of  products  in  US 

Eastman  Kodak  are  to  increase  prices  in 
the  US  by  between  10  and  75  per  cent 
because  of  the  rocketing  prices  of  silver. 
Colour  film  is  to  go  up  by  between  15 
and  25  per  cent  and  black  and  white 
between  25  and  35  per  cent.  The  top  rise 
of  75  per  cent  is  on  photo-typesetting 
paper  mainly  used  in  publishing. 

Kodak  Ltd  are  "currently  considering 
the  situation"  in  the  UK,  but  as  yet  have 
made  no  announcement  of  impending 
price  increases,  although  silver  prices  have 
risen  sharply  on  both  sides  of  the 
Atlantic. 

Eastman  Kodak  recently  announced 
capital  spending  of  $870m  this  year,  with 
$660m  going  on  the  photographic  divi- 
sion— $178m  of  this  abroad.  $210m  is  to 
go  on  Eastman  chemicals  division,  the 
company  making  a  big  investment  in 
plant  aimed  at  producing  chemicals  from 
coal  rather  than  oil-based  feedstock. 

Rules  on  labelling 
of  lens  fluids 

Regulations  coming  into  effect  on  Feb- 
ruary 1  specify  the  information  which 
must  be  given  on  the  labels  of  contact 
tens  fluids  or  on  the  package  inserts. 

"his  information  includes  directions  fc 
use;  the  date  after  which  the  substance 
should  not  be  used  and  a  time  within 
which  it  should  be  used  after  the  con- 
tainer has  first  been  opened;  a  warning 
not  to  mix  it  with  other  fluids;  a  warning 
not  to  apply  it  to  the  eye  at  the  same 
time  as  other  medicaments  except  on  a 
doctor's  advice. 

The  Medicines  (Contact  Lens  Fluids 
and  Other  Substances)  (Labelling)  Regu- 
lations 1979  (SI  1979  no  1759,  HM 
Stationery  Office,  £0.75)  contain  transi- 
tional provisions;  with  certain  exceptions, 
the  requirements  do  not  apply  to  products 
sold  by  retailers  until  January  1.  1983. 

The  Medicines  (Contact  Lens  Fluids 
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and  Other  Substances)  (Advertising  and 
Miscellaneous  Amendments)  Regulations 
1979  (SI  1979  no  1760,  HM  Stationery 
Office,  £0.75)  list  the  particulars  that  are 
required  on  information  leaflets  sent  to 
pharmacists.  These  Regulations  also  come 
into  effect  on  February  1. 

Reminder  on  new 
script  endorsements 

The  Department  of  Health  and  the  Welsh 
Office  remind  pharmacists  in  England  and 
Wales  that,  with  the  Pharmaceutical 
Services  Negotiating  Committee's  agree- 
ment, substantial  changes  have  recently 
been  made  to  Part  V  of  the  Drug  Tariff. 

An  appendix  has  been  added  setting 
out  when  and  how  a  prescription  for  a 
standard  drug  must  be  endorsed.  These 
arrangements  apply  to  prescriptions  dis- 
pensed on  and  after  January  1,  1980. 
The  Department  adds  that  it  will  help 
prescription  pricing  bureaux  if  pharmac- 
ists keep  to  these  arrangements;  the  re- 
turn of  prescriptions  for  clarification 
could  lead  to  delays  in  pricing. 

Sailing  group  starts 

A  small  group  of  pharmacists  with  an 
interest  in  sailing  met  at  the  Boat  Show 
in  London  last  weekend  to  discuss  the 
possible  formation  of  an  association. 
The  organiser,  Mr  Tony  Davies,  told 
C&D  that  a  number  of  others  had  ex- 
pressed interest  but  been  unable  to  at- 


tend the  Show,  and  as  a  result  he  is 
hopeful  that  a  list  of  sailing  pharmacists 
can  be  compiled  and  circulated. 

Although  still  to  be  confirmed,  it  is  un- 
derstood that  an  offer  has  been  made 
to  put  a  seven-berth  boat  at  the  disposal 
of  the  group  during  the  weekend  of  May 
9-11,  with  other  boats  participating  if 
the  numbers  attending  warrant  it. 

Mr  Davies  would  still  be  pleased  to 
hear  from  sailing  pharmacists  who  have 
not  already  contacted  him  at  B.  G. 
Glover  Ltd,  255  Southby  Green  Road, 
Sheffield  S5  7QB  (telephone  3854462). 

Drug  security  call 

A  judge  has  questioned  the  security  of 
pharmacies  after  thieves  remarked  how 
easy  it  was  to  enter  and  steal  drugs. 

In  a  case  reported  in  the  Sheffield 
Morning  Telegraph  from  Sheffield  Crown 
Court,  three  men  pleaded  guilty  to  steal- 
ing and  possessing  Controlled  Drugs.  In 
his  statement  one  of  the  defendants  com- 
mented on  the  ease  with  which  the  drugs 
were  stolen;  he  said  it  was  unfair  to 
present  an  addict  with  such  temptation. 

Judge  Pickles  said:  "Merely  to  put 
dangerous  drugs  in  a  locked  cabinet  is 
not  enough  ...  I  am  a  bit  concerned; 
why  can  chemists  not  make  it  more  diffi- 
cult? Why  can  they  not  all  have  safes? 
The  authorities  ought  to  say  that  chemists 
have  to  keep  their  Controlled  Drugs 
under  more  secure  conditions." 

Among  the  drugs  stolen  by  the  three 
men  were  opium,  cocaine  and  heroin. 


Dangers  in  heavy  use 

Early  results  of  a  study  carried  out  in 
the  United  States  suggest  that  most  users 
of  artificial  sweeteners  show  no  increased 
risk  of  bladder  cancer  although  there 
was  evidence  that  sweeteners  may  be 
harmful  in  some  people,  particularly 
heavy  smokers. 

Heavy  users,  particularly  those  who 
consumed  both  diet  beverages  and  sugar 
substitutes,  showed  a  60  per  cent  increa- 
sed risk  of  bladder  cancer.  Heavy  use 
was  defined  as  six  or  more  servings  a 
day  of  a  sugar  substitute  or  two  or  more 
8oz  diet  beverages  a  day. 

People  who  smoked  heavily  and  who 
also  made  heavy  use  of  artificial  swee- 
teners showed  a  higher  risk  of  bladder 
cancer  than  heavy  smokers  who  did  not 
use  artificial  sweeteners.  The  investiga- 
tors have  not  yet  defined  the  magnitude 
of  that  increased  risk.  Heavy  cigarette 
smoking  was  defined  as  more  than  two 
packs  a  day  for  men  and  more  than  one 
pack  a  day  for  women. 

Those  women  who  normally  would  be 
at  low  risk  for  bladder  cancer,  but  who 
consumed  sugar  substitutes  or  diet  bever- 
ages twice  or  more  a  day,  had  a  60  per 
cent  greater  risk  of  bladder  cancer  com- 
pared with  similar  women  who  never 
used  artificial  sweeteners.  The  risk 
increased  with  the  amount  of  artificial 
sweeteners  used.  The  authors  estimated 
that  low-risk  women  who  never  used 
sweeteners  had  an  estimated  yearly  rate 
of  about  five  cases  of  bladder  cancer  per 


of  sweeteners 

100,000.  while  similar  women  who  con- 
sumed sugar  substitutes  or  diet  beverages! 
twice  a  day  or  more  had  an  estimated 
yearly  rate  of  an  additional  three  cases 
per  100,000. 

The  authors  of  the  study,  carried  out! 
by  the  National  Cancer  Institute  andl 
the  Food  and  Drug  Administration,  con- 
cluded that  while  saccharin  and  cycla- 
mate  are  not  strong  carcinogens  they 
should   be   regarded   as   potential  risk 
factors  for  bladder  cancer.  They  added 
that  saccharin  and  cyclamate  may  en- 
hance   the    cancer-causing    effects  of 
heavy   cigarette   smoking.   The   study  sj 
findings  appeared  consistent  with  pre- 
vious animal  studies  that  concluded  that 
saccharin  was  a  weak  carcinogen  when 
given  alone  and  was  able  to  enhance 
the  carcinogenicity  of  other  chemicals. 

The    authors    warned    that  further 
analysis  of  the  preliminary  data  will  be 
needed  to  separate  precisely  the  effects 
of  saccharin  and  cyclamate.  Cyclamate 
was  the  main  sweetener  used  during  the 
1960s;  after  FDA  banned  its  use  in  1970, 
saccharin    became    the    only  artificial 
sweetener   available    in    the    US.  The 
authors  also  noted  that  the  study  could  ■ 
not  assess  the  effects  of  consuming  arti-l 
ficial  sweeteners  during  pregnancy  or  in  I 
early  childhood. 

The  study  comprised  interviews  from  B 
March  1978  to  June  1979  with  morel 
than  3,000  bladder  cancer  patients  and  I 
almost  6,000  people  without  cancer. 
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10°mg  £f 

IPRALtablets  ' 

Trimethoprim 


Basic  NHS  cost 
£23-50  for  500  tablets 
£5-30  for  100  tablets 

I PRAL  tablets 

Each  tablet  contains  trimethoprim  B  P  100  mg 
Indications 

Ipral  is  indicated  for  the  treatment  and 
prophylaxis  of  acute  and  chronic  urinary  tract 
infections. 
Actions 

Ipral  is  active  in-vitro  against  most  pathogenic 

Gram-positive  and  Gram-negative  bacteria. 

Exceptions  include  Neisseria  species  and 

Pseudomonas  aeruginosa 

Dosage  and  administration 

For  acute  urinary  tract  infections  2  tablets  twice 

daily  is  recommended. 

For  long  term  and  prophylactic  therapy  1  tablet 
at  night  is  recommended 
Contra-indications 

Ipral  should  not  be  given  to  patients  with  severe 
renal  insufficiency  where  blood  levels  cannot 
be  monitored  regularly  Ipral  should  not  be  used 
in  pregnancy  or  during  the  first  few  weeks  of 
life. 

Precautions 

Care  is  necessary  in  administration  to  patients 
with  impaired  renal  function  Special  precaution 
should  be  exercised  in  patients  with  a 
predisposition  to  folate  deficiency. 
Side-effects 

Nausea,  vomiting  and  skin  rashes  may  occur 
but  are  rare  Ipral  may  depress  haematopoiesis 
during  prolonged  therapy  This  has  proved 
reversible  when  treated  with  calcium  folinate. 
Treatment  of  overdosage 
Gastric  lavage.  Calcium  folinate  may  be  used  to 
counteract  any  effect  of  Ipral  on  bone-marrow 
Package  quantities  and  price 
Packs  of  100  tablets  £5.30 
Packs  of  500  tablets  £23.50 
Product  Licence  No -0034/0190. 
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Further  information  available  from 
Technical  Services  Department, 
E.R.  Squibb  &  Sons  Ltd., 
Regal  House,  London  Road, 
Twickenham,  Middlesex TW1  3QT 
Tel:  01-892  0164  SQUIBB 
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chronic  urinary  tract  infections 


tri  methopri  m  1 00  mg 


ipral  is  at  least  as  effective  as  co-trimoxazole1 2  3  4 

ipral  produces  fewer  side-effects  than  co-trimoxazole  and 
avoids  those  associated  with  sulphonamides1 4  5  6 

ipral  has  proven  effectiveness  in  acute  and  chronic 
infections1 2  3  4 

yet  is  less  expensive  than  most  other  therapies 

in  acute  U.T.I.'s  -  2  tablets  b.d. 
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INVERNESS  SHOOTS 
A  HOLE  IN  YOUR  DOUBTS 
ABOUT  PIERCING  EARS 


H  for  any  reason  you  are  reluctant 
about  piercing  ears,  prepare  to 
have  your  reservations  cancelled. 

The  Inverness 
Ear  Piercing 
System 
is  the  one 
method  that 
both  customer 
and  you  can 
feel  confident 
about. 


pair  iiw>5  pifcjru 

with  disposable 
capsules  which 
eliminate  the 
risk  of 
infection. 

The  method  is 
so  simple 
and  so  quick 
that  in  one 


Please  send  me 
the  Inverness  brochure 

Please  ask  a  representative 
to  telephone  me  to  arrange 
a  No  Obligation  demonstration 


Name 
Address . 


automatic  action  the  ear 
is  pierced  and  the  earring 
inserted. 

And  when  you're  not 
reaping  profits  in  excess 
of  200%  with  the 
Inverness  Ear 
Piercing  System, 
the  entire  kit  and 
kaboodle  rucks 
away  in  about 
as  much  space 
as  a. large 
dictionary. 
That's  it. 

If  you  have 
any  questions 
for  which  you 
would  like 
answers  don't 
hesitate  to 
pick  up  the 
'phone  or  send 
in  the  coupon. 


Automatic  Ear  Piercing 


Tel.  No: 


LOUIS  MARCEL  LTD. 
12  Bexley  Street,  Windsor,  Berks.  Tel.  Windsor  51336 
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PEOPLE 


TOPICAL  REFLECTIONS 

by  Xrayser 


Miss  Elaine  Smith  of  E.  Moss  Chemists, 
Ruislip,  is  presented  with  an  original  Bill 
Tidy  cartoon  and  a  cheque  for  £250  for 
winning  the  "Caption  a  Cartoon" 
competition  run  by  Pretty  Polly  for  the 
trade.  Mr  Ray  Walker,  sales  co-ordinator 
for  Galaxy,  presents  the  prizes 

Mrs  Juanita  Bumby,  MPS,  founder  mem- 
ber and  past  president  of  the  British 
Society  for  the  History  of  Pharmacy,  has 
been  awarded  a  PhD  in  the  history  of 
pharmacy — one  of  the  few  to  have 
gained  a  doctorate  in  that  subject.  Dr 
Burn'by  is  particularly  interested  in  the 
historical  development  of  apothecaries 
and  her  thesis  was  "A  study  of  the  Eng- 
lish apothecaries  from  1660  to  1760  with 
special  reference  to  the  provinces."  In  it 
she  suggests  that  the  apothecaries  have 
been  undervalued  by  historians;  many 
undertook  important  civic  roles  while 
their  shops  were  described  as  miniature 
health  centres.  Dr  Burnby  is  chairman 
of  the  Edmonton  Hundred  Historical 
Society. 

News  in  brief 

□  Chemists  and  appliance  suppliers  in 
Northern  Ireland  dispensed  1,107,987 
prescriptions  in  October  1979  at  a  gross 
cost  of  £2,975,186.82  (gross  cost  per  pre- 
scription £2.68). 

□  The  Sale  of  Goods  Act  1979  now 
consolidates  previous  legislation  on  this 
subject.  The  Act  (HM  Stationers'  Office, 
£1.50)  repeals  almost  all  of  the  1893  Sale 
of  Goods  Act,  and  parts  of  subsequent 
Acts  which  deal  with  the  sale  of  goods. 

□  The  Department  of  Trade  and  HM 
Customs  and  Excise  have  produced  two 
booklets  regarding  relief  from  Common 
Customs  Tariff.  The  booklets  cover 
goods  for  the  blind  and  otherwise  handi- 
capped (no  371)  and  visual  and  auditory 
materials  (no  373). 

□  The  consumer  affairs  and  the  con- 
sumer credit  divisions  of  the  Office  of 
Fair  Trading  have  been  merged  to  form 
a  single  division  under  the  title  con- 
sumer affairs  division.  Miss  Joyce  Blow, 
at  present  director  of  consumer  affairs, 
will  head  the  combined  division. 


All  change 

I  always  find  it  interesting  to  see  items  in  the  Company  News  column  of 
this  journal  which  disclose  to  unsuspecting  pharmacists  like  myself, 
just  who  owns  whom  among  the  companies  which  supply  us.  I  lad 
forgotten,  for  example,  that  Scholl  were  owned  by  Schering-Plough,  and 
although  I  have  no  particular  complaint  with  the  way  Scholl  are 
managed,  I  can't  help  feeling  some  apprehension  on  learning  that 
Rimmel  have  passed  from  ITT  to  Plough,  for  it  is  a  curious  thing  that 
takeovers  seem  rarely  to  improve  the  cosmetic  houses'  ability  to  survive. 

When  I  look  back  at  firms  which  used  to  provide  my  shop  with  a 
cachet  of  exclusiveness,  and  a  satisfactory  level  of  sales  at  prices 
which  were  not  excessive,  I  am  not  reassured.  Remember  Coty  of  old, 
with  its  comparatively  simple  range  of  cosmetics?  Subtint  at  a 
reasonable  price,  and  L'aimant  of  course;  Rubinstein,  now  sadly  in  the 
doldrums;  Cyclax,  degenerated  into  a  cut-price  limited  range; 
Outdoor  Girl  (perhaps  recovering  from  its  troubles),  and  Goya,  hawked 
around  buyers  for  the  past  ten  years  to  end  its  days,  I  suspect,  in  the 
backwaters  of  ICI.  Look  at  Scott  &  Bowne,  from  whose  successors  I  have 
been  quite  unable  to  obtain  the  Health  Products'  vitamin  E  capsules 
for  over  five  months,  and  in  consequence  have  lost  sales  to  the 
health  food  stores  down  the  lane. 

Take  overs  never  seem  to  do  me  much  good,  but  for  Rimmel?  Well 
when  I  first  took  the  range  I  was  the  only  chemist  with  it  for  miles  and 
was  laughed  at  by  some  of  my  competitors.  But  with  each  item  selling 
then  for  only  1s  "Id  I  did  very  well  indeed,  for  it  filled  a  market  gap. 
I  still  do  quite  well  with  the  range,  but  with  a  tendency  to  move  up-market 
(jargon  for  charging  higher  prices)  I  cannot  help  wondering  if  the  gap 
that  was  filled  so  successfully  20  years  ago  is  not  reappearing. 
My  "swag-man"  seems  to  think  so  because  he  sells  grosses  of  a 
large-size  nail  polish  range  which  retails  about  22p  and  nets  the  retailer 
a  full  50  per  cent  margin.  I  sold  six  dozen  in  four  weeks  in  my  small  shop 
without  affecting  normal  agency  sales,  which  continued  at  their 
established  levels.  Let  us  hope  that  if  changes  follow  this  takeover 
they  will  be  realistic  and  based  on  sound  market  research. 

PR  opportunity 

I  have  always  made  a  point  in  my  shop  of  having  medicines  sales  directly 
under  my  control,  so  that  even  when  busy  with  dispensing  some  sixth 
sense  antennae  pick  up  questions  necessitating  my  intervention.  I  never 
really  thought  much  about  it,  taking  it  as  a  matter  of  course  that  people 
who  come  to  my  pharmacy  for  OTC  medicines  should  leave  with  what 
they  need — which  is  not  always  the  same  thing  as  what  they  ask  for. 
With  the  change  in  the  General  Sale  List  regulations  on  February  1 
our  opportunity  for  service  ought  to  be  increased,  for  it  is  inherent  in 
the  nature  of  the  change  that  the  potency  and  dangers  of  pain  killers 
and  other  products  have  been  properly  recognised  by  the  government, 
as  has  our  role  in  the  distribution  of  them.  Indeed,  the  Proprietary 
Association's  statement  that  the  General  Sale  List  of  medicines 
"is  licensed  by  the  government  and  the  products  are  safe  and  effective 
for  sale  in  ordinary  shops  as  well  as  pharmacies",  acknowledges  the 
difference  between  other  retailers  and  ourselves. 

I  would  have  thought  that  this  was  a  fabulous  opportunity  for  all  the 
PR  men  of  pharmacy  to  get  together  for  a  major  campaign — radio,  TV 
and  Press — to  emphasise  our  most  valuable  position  in  society,  and 
for  each  pharmacy  to  be  given  a  man-sized  window  poster  indicating  in 
the  most  positive  way  what  the  changes  are  about.  We  in  turn  could 
then  mount  appropriate  window  displays,  and  with  a  smaller  showcard 
on  the  counter,  indicate  the  services  we  have  available.  I  haven't  said 
directly  who  should  provide  this  material  in  case  they  should  resent  my 
suggestion  and  reply,  as  does  my  adolescent  son,  with  a  "Don't  tell  Me 
what  to  do!"  Pity,  though,  if  we  let  the  chances  pass,  don't  you  think? 
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COUNTERPOINTS 

 .  


R-M  respond  to  skin-problem 
acceptance  by  teenagers 


Young  people  are  becoming  more  ready 
to  admit  that  they  have  a  skin  problem, 
according  to  research  conducted  by 
Richardson  Merrell.  This  finding  leads 
the  company  to  believe  that  they  will  be 
more  ready  to  treat  the  problem. 

The  attitude  study  has  also  confirmed 
the  correct  positioning  of  Richardson 
Merrell's  three  brands — Clearasil  Clear- 
guard,  Topex  and  Biactol — 'in  distinct 
and  non-competing  segments  of  the 
market. 

Figures  for  admission  of  a  problem 
were  compared  with  those  obtained  in 
1975;  the  1979  results  for  girls  and  boys 
are  also  shown:  — 


Richardson  Merrell  brands  are  claimed 
to  dominate  the  market  and  to  provide 
three-quarters  of  its  advertising  budget. 

The  volume  and  value  brand  shares 
are  seen  by  R-M  as:- 


Units  % 

Sterling  % 

Clearasil  Clearguard 

cream 

13 

15 

lotion 

21 

18 

Topex 

10 

16 

Biactol 

5* 

6* 

R-M  brands 

49 

55 

*The  survey 

was  carried 

out  before  ad- 

vertising,  which  was  delayed  by  the 
independent  television  strike. 


1975 

Total 

Any  problem  71 
Spots  and  pimples  56 
Blackheads  37 
Greasy  skin  24 
Acne  3 


The  disproportionate  reaction  of  boys 
to  the  "acne"  question  is  attributed  to  a 
feeling  that  "if  boys  are  going  to  admit 
a  problem  they  are  going  to  admit  a  real 
problem."  Clearasil  Clearguard  aims  to 
appeal  to  girls  currently  using  any  pro- 
prietary product;  Topex  is  aimed  at  both 
lapsed  and  non-users  of  both  sexes  who 
may  have  found  other  brands  either 
unsuitable  or  not  effective  enough; 
Biactol  is  geared  towards  male  non-users 
who  would  find  the  product  as  conve- 
nient to  use  as  their  current  daily  wash- 
ing regime.  Clearguard  and  Biactol 
appeal  mainly  to  under-16s  and  Topex  to 
the  over-16  age  group. 

The  medicated  skin  care  market — of 
which  chemists  have  the  lion's  share — 
is  seen  to  be  increasing  at  a  steady  pace, 
particularly  in  value  which  has  trebled 
in  four  years: — 


Units 

Number  ('000) 
Index 
Value 

£  ('000) 
Index 


Products  on  offer 
from  NPA 

NPA  products  on  special  offer  in  Feb- 
ruary are:  Lotus  nail  polish  remover; 
Nusoft  tissues  150s,  toilet  rolls  (twin- 
pack),  kitchen  rolls  (twinpack),  Nusoft 
disposable  nappies),  baby  pants  and 
nappy  liners;  Sunpure  blackcurrant  drink 
12/17ioz;  Nusoft  cotton  puffs,  standard 
white    and    coloured,    economy  white; 


1979 


Total 

Boys 

Girls 

80 

11 

83 

61 

60 

62 

46 

44 

48 

25 

23 

27 

5 

8 

2 

During  this  year  Richardson  Merrell 
are  spending  an  unprecedented  £1.6m  on 
television  with  new  commercials  specifi- 
cally geared  to  the  target  market  of  each 
brand — £600,000  on  Clearasil  Clearguard 
and  £500,000  on  both  Topex  and  Biactol. 
Promotional  support  for  all  brands  will 
total  a  further  £500,000. 

Five-day  test 

The  new  Topex  commercial  shows 
teenagers  who  have  been  invited  to  take 
the  "five  day  test"  in  before-and-after 
sequences — a  five-day  trial  pack  (£0.39) 
is  available  free  ex-car  to  chemists  at  a 
rate  of  one  dozen  for  each  two-dozen 
30ml  Topex  packs  ordered.  The  offer  is 
supported  by  point-of-sale  material  and 
closes  on  February  10.  Richardson 
Merrell  Ltd,  20  Queensmere,  Slough, 
Berks  SL1  1YY. 


pleats,  50g  and  170g;  nursery  wool  lOOg 
and  250g;  Nusoft  rubber  gloves.  Inde- 
pendent Chemists  Marketing  Ltd,  51 
Boreham  Road,  Warminster,  Wilts. 

Sure  change 

Sure  28ml  roll-on  and  roll-on  refills  are 
being  replaced  with  40ml  packs  (roll-on 
£0.64;  re-fill,  £0.57).  Elida  Gibbs  Ltd,  PO 
Box  JDY,  Hesketh  House,  Port  man 
Square,  London  WIA  IDY. 


Topex 


Acne  Lotion 


Jackel  swimcaps 
for  1980 

Jackel  International  are  launching  their 
new  1980  swimcap  collection  with  24 
styles  covering  11   price  points  (£0.49- j 
£2.25).  Each  swimcap  comes  in  a  hang- 
ing  bag  for  easy  display. 

The  Acapulco  range,  says  the  com- 
pany, is  of  particular  interest.  In  fluor- 
escent   lemon,    lime,    strawberry,  and 
peach  (£1.60)  the  swimcaps  have  been 
chosen   to   complement   this   summer's  ] 
vivid,  exciting  new  swimwear  fashions,  fi 
The  Corfu  range  (£1.25)  is  also  expected  j 
to  sell  well;  comprising  four  styles,  it  is 
available  in  six  colours. 

The  Exotic  collection  is  offered  with 
an  extra  10  per  cent  discount  (total  cost  j 
price    £63.10).    Containing    six  dozen 
swimcaps  chosen  from  four  ranges  (price 
points  £1.25  to  £1.95),  it  has  been  selec-  J 
ted   primarily   for   the   chemist   trade.  J 
Jackel   International   (UK)   Ltd,  Kitty 
Brewster  Estate,  Blyth,  Northumberland. 

Sex  booklet 

"Sense  and  nonsense  about  sex"  is  the 
latest  title  in  the  British  Medical  Asso- 
ciation's Family  Doctor  series  (£0.35). 
Written  by  psycho-sexual  therapist 
Dr  Prudence  Tunnadine  it  is  directed  at 
adults  and  explains  frankly  the  emo- 
tional and  physical  sensations  and  expec-  I 
tations  df  a  sexual  relationship.  Avail- 
able to  independent  chemists  through  j 
the  National  Pharmaceutical  Association. 
Family  Doctor  Publications,  BMA 
House,  Tavistock  Square,  London 
WC1H  9JP. 


1976 

1977 

1978 

1979 

8,580 

10,200 

11,000 

11,000 

100 

119 

128 

128 

3,050 

4,000 

6,500 

9,500 

100 

131 

213 

311 
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Relaunch  of  'improved 
Curity  Snugglers 

Snugglers  disposable  nappies  are  being 
relaunched  with  significant  improvement 
to  the  product  and  a  heavy  advertising 
and  marketing  programme. 

Snugglers  have  been  redesigned  for 
increased  absorbency  and  better  fit 
thereby  reducing  leakage.  The  topsheet 
is  now  a  one  way  nappy  liner  and  the 
tapes  have  been  redesigned. 

A  new  size  has  been  introduced, 
super  daytime,  which  replaces  nightime 
and  is  aimed  at  babies  in  the  weight 
range  16-23  lbs.  £750,000  will  be  spent 
on  television  and  will  be  supported  by 
radio  and  specialist  baby  Press  advertise- 
ments. A  national  television  campaign 
will  run  for  six  weeks  starting  Febru- 
ary 11.  In  addition  there  will  be  extensive 
couponing  and  sampling  programmes. 
The  trade  will  be  supplied  with  new 
point  of  sale  material.  Colgate-Palmolive 
Ltd,  76  Oxford  Street,  London  Wl. 

Woodward's  display 
at  a  discount 

To  encourage  impulse  purchase  and  sup- 
port the  current  Press  campaign,  a 
Woodward's  display  tray  will  be  made 
available  to  chemists  from  February  7. 
Carrying  the  headline  "With  lots  of 
love  .  .  .  and  a  little  Woodward's",  the 
tray  holds  products  according  to  estab- 
lished sales  ratios:  eight  gripe  waters, 
six  lOOg  baby  cream  and  three  diarrhoea 
mixtures.  Retail  sales  value  of  the  com- 
plete tray  is,  £6.89  (excluding  VAT)  but 
is  available  at  a  special  discount  price 
of  £4.07. 

LRC  say  that  the  market  for  the  three 
baby  medicines  totalled  over  £6m  at  rsp 
in  1979,  with  approximately  25  per  cent 
of  purchases  being  made  through  inde- 
pendent chemists.  The  Woodward's  dis- 
play tray  will  be  available  through  LRC's 
Eucryl  salesforce.  LRC  Products  Ltd, 
Sanitas  House,  Stockwell  Green,  London 
SW9  9/7. 


Hymosa's  herbal 
hair  care  range 

New  Era  Laboratories  are  introducing  a 
new  Hymosa  hair  care  range.  There  is 
a  herbal  shampoo  for  normal  hair, 
camomile  for  dry  hair  and  rosemary  for 
greasy  hair — with  herbal  hair  conditioner 
(all  products  150ml,  £0.75).  New  Era 
Laboratories  Ltd,  39  Wales  Farm  Road, 
London  WS  6XH. 

Macho  on  offer 

Faberge's  Macho  and  Macho  musk  are 
now  available  at  a  special  offer  price  of 
£4.95,  a  saving  of  £1.20.  Faberge  Inc. 
Ridgeway,  Iver  Bucks  SLO  9JG. 


ARE  YOU  READY  FOR 
THE  COMPLETE 
TREATMENT  ? 


EMOFORM 

for  all-round  dental  hygiene 


EMOFORM  DENTAL 
PASTE 

EMOFORM  MOUTH 
BATH 

and  now  
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the  NEW  EMOFORM 
TOOTHBRUSH 

specially  designed  to 
guard  against  injury 
to  sensitive  gums. 

Ask  your  representative 
about  bonus  offers. 

Made  by  Pharmaceutical  Manufacturing  Company  for :- 

WIGGLESWORTH 
LIMITED 

Westhoughton  Bolton  BL5  3SL 

Telephone:  0942  811567 

A  member  of  the  WILLOWS  FRANCIS  GROUP 
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Tarn  pax  aim  for 
young  market 

A  tampon  designed  especially  to  be  at- 
tractive to  younger  girls  has  been  laun- 
ched by  Tampax.  They  claim  that  Slen- 
der is  the  smallest  tampon  on  the  market, 
but  stress  that  it  has  the  capacity  of  a 
regular  tampon  and  is  designed  with  user 
comfort  in  mind  "having  a  gently  domed 
head  tip  to  make  insertion  even  easier". 
It  comes  in  two  pack  sizes — 10s  (£2.46 
per  dozen,  trade)  and  40s  (£8.88  per 
dozen,  trade). 

Tampax  say  they  are  spending  £680,000 
on  the  media  launch  of  the  pink-pack- 
aged Slender,  with  particular  emphasis 


the 


Love-hate  combs 


on  "young  women's"  magazines.  The  pro- 
duct is  available  now  from  wholesalers 
and  two  launch  advertisements  will  com- 
mence at  the  end  of  February,  one  aimed 
at  the  first  time  user  and  the  other  at 
the  "slightly  older"  girl  who  is  still 
deciding  which  tampon  system  to  use. 

Similar  to  other  tampons  in  the  Tam- 
pax range  the  applicator  tube  is  flush- 
away  biodegradable  cardboard.  Tampax 
say  that  plastic  applicators  have  received 
a  bad  Press  in  the  US  because  they  re- 
present a  pollution  problem.  Referring 
to  reports  that  r'eodorant  tampons  are  to 
be  launched  on  the  UK  market,  Mr  Alan 
Thornton,  Tampax    marketing  director, 

The  Slender  Tampax  advertisement  aimed 
at  the  "slightly  older"  girl. 


commented:  "Bearing  in  mind  the  way 
the  feminine  hygiene  spray  market  was 
all  but  killed  by  adverse  consumerist 
opinion,  it  takes  a  certain  kind  of  brav- 
ery to  market  this  sort  of  product  here". 
In  the  US  such  products  carry  advice  to 
women  to  discontinue  use  if  sensitivity 
or  irritation  occurs.  Tampax  Ltd,  Duns- 
bury  Way,  Havant,  Hants  P09  5DG. 

Universal  supports 
from  Portia 

Portia  have  introduced  a  tubular  two- 
way  stretch,  multi-purpose  support 
bandage  to  complement  their  range  of 
knee,  elbow  and  athletic  supports. 

Because  of  its  softness  and  pliability, 
the  new  universal  support  (£1.59)  is  said 
to  be  comfortable  to  wear  and  does  not 
crease  or  wrinkle.  It  is  particularly  suit- 
able for  knee,  elbow  and  ankle,  elimina- 
ting the  need  for  more  than  one  style 
of  bandage  for  strain  or  injury  to  those 
areas.  The  product  is  packed  in  a  clear 
polythene  envelope  with  pictorial  header 
card  giving  washing  instructions  and 
general  usage  information.  It  is  available 
through  usual  wholesale  channels,  quot- 
ing product  reference  3848.  Solport 
Brothers  Ltd,  Portia  House,  Goring 
Street,  Goring  by  Sea,  Worthing,  West 
Sussex  BN12  5  AD. 

French  connection 

The  French  Quarter  have  expanded  their 
Expression  perfume  and  eau  de  toilette 
range  to  include  bath  products — creme 
bath  (200ml,  £6.50),  body  lotion  (200ml, 
£6.00),  foam  bath  (200ml,  £5.50)  and 
soap  (lOOg,  £2.50). 

The  bath  line  comes  in  an  unbreak- 
able version  of  the  pebble  shape  bottles 
that  characterise  Expression  and  the  soap 
container  may  be  used  as  a  soap  dish. 
Parim  Ltd,  14  Grosvenor  Street,  London. 

Carters  'match  and 
win'  promotion 

Carters  Tested  Seeds  are  giving  £20,000 
in  prizes  in  a  "match  and  win"  compe- 
tition run  in  conjunction  with  a  coupon 
drop  to  eight  million  homes  (40  per  cent 
of  UK  households). 

The  coupons  offer  lOp  off  purchases 
of  any  four  packets  of  Carters  seeds  and 
also  illustrate  two  Carters  varieties 
Which  the  consumer  must  compare  with 
packet  illustrations  at  his  local  stockist. 
If  one  of  the  pictures  matches  he  wins 
£10;  if  bothmatch  he  can  claim  a  prize 
of  £1,000.  Over  1,500  cash  prizes  are  to 
be  won,  including  five  of  £1,000.  Carters 
Tested  Seeds  Ltd,  Llangollen. 
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"I  love"  and  "I  hate"  combs  are  th 
latest  addition  to  the  "from  John"  novi 
elty  range.  Both  are  ivory  white,  th  I 
"I  love"  carrying  a  red  heart  and  blac  l 
slogan,  the  "I  hate"  a  blue  first  an! 
black  slogan.  Each  comb  has  a  colourful 
display  cord,  enabling  the  combs  to  bl 
hung  round  the  neck,  making  plain  an,  I 
pet  love  or  hate. 

The  "love"  slogans  relate  to  the  foil 
lowing:  — You,  whales,  us,  me,  to,  £££ijl 
it,  bed  and  sex.  The  hate  slogans  relatJjl 
to:  — sex,  men,  school,  Mondays,  worl|| 
and  MCPs. 

The  combs  (£0.39)  are  individual!;! 
packed  in  polythene  bags  with  headei: 
cards  for  self-selection  display;  they  arl 
available  in  units  of  50  assorted  "  I  love'li 
or  50  assorted  "I  hate."  John  R.  Assci 
dates,  20  College  Street,  St  Albans, 
Herts. 


Biba  launch  skin  care 

Biba  are  launching  their  own  skin  carl 
range  in  March.  The  range  is  aimed  a  \ 
the  15-20  year  old  age  group  and  com;, 
prises  a  cleaning  lotion  (100ml,  £2.95)!' 
toner  (100ml,  £2.95),  moisture  lotion  (10(1; 
ml,  £2.95),  eye  make-up  remover  (100ml: 
£1.95)  and  cleaning  gel  (45ml,  £1.75).  | 
The  products  are  packed  in  an  acid  ; 
etched  glass  bottle  with  a  dark  browi 
cap;  they  are  recommended  for  all  skii 
types,  coloured  pale  green  and  have  ar 
apple  fragrance.  The  launch  will  be  sup 
ported  by  a  counter  leaflet  detailing  tht 
range  in  three  languages.  Trial  sizes  an 
planned  allowing  consumers  to  buy  ont 
or  more  regular  size  products  and  obtain 
one  trial  size  item  free.  Biba  Ltd,  2 J 
Conduit  Street,  London  Wl. 

And  all  because . . . 

Yardley  have  reintroduced  Suki  pearl 
red  lipstick  (£1.15)  and  Feather  Finish 
translucent  compressed  powder  refill 
(£1.05)  due,  they  say,  to  customei 
demand.  Yardley  of  London  Ltd,  Miles 
Grey  Road,  Basildon,  Essex. 
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PROTECTS  TEETH  FROM  DECAY 


PROCTER  &  GAMBLE  HAVE  ANNOUNCED 
SIMPLIFIED  PROMOTIONAL  HANDLING 

IN  1980 


COMMENCING  DEC  31st  1979 
We  will  suspend  the  day  to  day  use 
of  printed  price  messages  on 
pack  and  will  phase  in  normal 
pack  only.  Case  prices  of  these 
normal  packs  will  be  both 
competitive  in  the  market  place 
and  offered  to  all  our  customers 
on  a  non-discrim inatorv  basis  . 


EFFECTIVE  DEC  31st  1979 

We  will  also  suspend  the 
use  of  Recommended  Retail 
Prices  on  our  Brands, 
allowing  the  Trade  to  set  their 
own  competitive  selling  prices  . 


WHAT  WILL  YOU  AND 

FOR  YOU 

-Simplified  instore  handling  of 
our  products. 

*  Simpler  shelf  pricing 

*  Simpler  stock  control 

*  You  set  your  own 
competitive  pricing 

*  Your  promotions  are 
more  impactful. 


YOUR  CUSTOMERS  GAIN? 

FOR  THE  CUSTOMER 

-Easier  shopping  decisions 

*  Your  price  is  the  on_ly_  price 
she'll  see 

*  Less  pricing  confusion 
instore 

*  Consumer  promotions  will 
be  easier  to  recognise. 


If  you  agree  with  us  that  these  moves  will  make  for  better  retailing 
in  the  80's  then  show  your  support  instore! 

CHECK  THE  CASE  PRICES  WHEN  YOU  BUY  P&G  BRANDS  AND  THEN 
COMMUNICATE  YOUR  COMPETITIVE  RETAIL  PRICES  TO  YOUR 
CUSTOMERS 


19  January  1980 
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Bayer  back  Mafu 
with  £500,000 


Mafu  household  insecticide  will  be  sup- 
ported by  a  £500.000  advertising  and 
promotional  campaign  during  1980.  Ba- 
yer UK  consumer  products  group  is 
splitting  the  spend  between  national  tele- 
vision, outdoor  posters  and  below-the-line 
activity. 

The  theme  of  the  campaign  will  again 
be  the  Venus  flytrap,  introduced  effect- 
ively in  1979  with  the  copy  line  "Mafu 
flytraps — there's  no  escaping  them".  The 
range  has  also  been  extended  to  include 
a  seventh  product — a  new  small-space  in- 
sect killer  (£0.89). 

Bayer  estimate  that  the  weather  factor 
reduced  the  market  to  approximately  £5m 
at  rsp  in  1979,  compared  with  £10m  in 
the  hot  summer  of  1976.  In  sterling 
terms,  and  taking  into  account  both  aero- 
sol and  slow-release  products,  Mafu's 
share  rose  to  25.4  per  cent  last  year, 
according  to  the  company. 

Much  of  the  promotional  activity  will 
be  directed  towards  further  increasing 
distribution  through  chemists,  who  ac- 
count for  about  26  per  cent  of  all  house- 
hold insecticide  sales  (volume).  Point-of- 
sale  material,  including  a  shelf  strip  and 
showcard,  will  again  feature  the  Venus 
flytrap  theme. 

Consumer  advertising  will  follow  very 
much  the  same  format  as  last  year,  with 
a  £350,000  television  burst  in  the  peak 
selling  season  and  a  poster  campaign  run- 
ning nationally  throughout  the  summer 
to  reinforce  the  television  message  at 
point  of  sale.  Bayer  UK  Ltd,  Haywards 
Heath,  West  Sussex  RHI6  1TP 

Solpadeine  24 

Winthrop  Pharmaceuticals  have  intro- 
duced a  24  tablet  pack  of  Solpadeine 
(£1.53)  in  addition  to  the  12  and  60 
packs.  Winthrop  Pharmaceuticals,  Ster- 
ling-Winthrop  House.  Surbiton-upon- 
Thames,  Surrey  KT6  4 PH. 

Mum  duo-pack 

Mum  promotional  activity  starts  the  year 
with  a  price  flashed  52p  duo-pack  on  the 
28ml  size,  available  on  all  variants  as 
long  as  stocks  last.  Bristol-Myers  Co  Ltd, 
Station  Road,  Langley,  Slough  SL3'  6EB. 

Protein  capsules 

Head  High  protein  capsules — the  latest 
product  from  Food  Supplement  Co — 
and  methionine,  plus  lysine  and  casein, 
contain  the  sulphur  amino  acids,  cystine 
The  capsules  (42,  £2.10)  can  be  used  in 
conjunction  with  the  original  Head  High 
vitamin  and  mineral  capsules  which  will 
supply  other  nutrients.  Food  Supplement 
Co,  Seymour  House,  79  High  Street, 
Godalming,  Surrey. 
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Sangers  offers 
for  February 

The  following  Apocaire  offers  are 
available  during  February:  Amami  set- 
ting lotion  80ml;  Bic  disposable  razors 
5s;  Bodymist  anti-perspirant  I50g;  Cream 
Silk  conditioner  110ml;  Elastoplast  Air- 
strip and  stretch  fabric  large;  Farley 
rusks  family;  Harmony  hairspray  large; 
Imperial  Leather  soap  twin  pack  bath; 
Johnsons  baby  shampoo  125ml;  Kleenex 
for  men  100s;  Kotex  Simplicity  10s  no 
1  &  2;  Macleans  toothpaste  large;  fresh- 
mint  and  mildmint;  Nice  'N'  Easy 
colourants;  Nulon  hand  cream  150ml; 
Robinsons  baby  food  no  1  &  2;  Tampax 
regular,  super,  super  plus  and  slender 
all  40's. 

Sangers'  "Book  of  bargains"  for 
February  offers  some  four  dozen  pro- 
ducts. Sangers  Ltd,  Cinema  House,  225 
Oxford  Street,  London  W1R  1AE. 

Batiste  shampoos 
in  trial  size 

Schwarzkopf  are  to  market  trial  size 
Batiste  shampoos  in  85ml  bottles  (£0.29). 
The  shampoos— each  prepared  for 
people  with  a  tendency  towards  one  of 
a  number  of  hair  problems — are  packed 
in  a  display  box  containing  six  each  of 
the  four  Batiste  liquid  shampoo  variants: 
Shampoo  with  seven  herbs  for  normal 
to  greasy  hair,  with  chestnut  for  normal 
to  fine  hair,  with  egg  lecithin  for  normal 
to  dull  hair,  with  camomile  for  normal 
to  damaged  hair. 

Schwarzkopf  have  just  announced  that 
they  will  be  mounting  a  national 
television  campaign  this  year  with  a 
£500,000  budget.  Schwarzkopf  Ltd,  Penn 
Road,  Calif ornian  Trading  Estate,  Ayles- 
bury Bucks. 

Cliro  address 

The  address  of  Cliro  Perfumeries  Ltd  is 
26  Nottingham  Place,  London  Wl,  and 
not  as  stated  last  week,  p37. 


Rationalisation  of 
Kodak  instants 

Kodak  are  in  the  process  of  discontinu- 
ing their  current  "instant"  camera  range 
with  the  exception  of  the  EK160  and 
EK160EF.  The  Pocket  Al  camera  outfit 
is  also  discontinued  in  its  present  form. 

Already  sold  out  are  the  EK2,  EK100 
and  EK300;  the  EK200  and  EK8  will  be 
discontinued  when  supplies  are  exhaus- 
ted. 

Kodak's  research  shows  that  the  range 
rationalisation  into  only  two  "instant" 
models  (one  with  flash)  will  still  satisfy 
almost  all  consumer  demand.  Kodak  Ltd, 
PO  Box  66  Hemel  Hempstead,  Herts. 


Unicliffe  have  produced  a  new  free- 
standing display  unit  which  comes  com- 
plete with  24  tins  of  Unicliffe  High  Protein 
Diet.  Unicliffe  Ltd,  941  Great  West  Road, 
Brentford,  Middlesex  TW8  9DU. 

ON  TV 
NEXT  WEEK 

Ln — London.  M — Midlands;  Lc — Lancashire,  Y — 
Yorkshire;  Sc— Scotland;  WW— Wales  and  West. 
So — South;  NE — North-east;  A — Anglia;  U— Ulster; 
We — Westward;  B — Border;  G — Grampian; 
E — Etreann;  CI — Channel  Island. 

Alka-seltzer:  All  areas 
All  Clear:  All  areas 
Ayds  slimming  plan:  All  except  E,  CI 
Bisodol:  Y,  NE,  Sc,  G,  WW,  We,  Lc 
Buttercup:  M,  Lc,  Y,  Sc,  WW,  NE,  B 
Carefree:  We,  CI,  u,  B 
Cream  Silk  conditioner:  All  areas 
Crest:  Ln,  M,  Y,  Sc,  WW,  A,  U,  We,  B, 
G,  CI 

Galloways:  Ln,  So,  A 

Head  &  Shoulders:  All  except  E,  CI 

Oil  of  Ulay:  Ln 

Owbridges  Cold  Control:  All  areas 
Philips  Philishave,  Ladyshave:  All  areas 
Vespre:  All  except  A 
Wondra:  Y,  NE 
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Chairman  of  Colgate  Holdings  (U.K.)  Ltd. 


A  personal  message 
about  Snugglers 
from  J. A.  McLean, 


I  want  to  take  this  opportunity  to  explain  to  you  the  problems  Colgate- 
Palmolive  has  been  experiencing  on  our  Snugglers  disposable  nappy  and 
the  steps  which  have  been  taken  to  prevent  their  further  occurrence. 

As  you  may  know,  we  first  test-marketed  the  Brand  in  1973  and  then 
rolled  it  out  nationally,  completing  in  the  first  quarter  of 1976. 

From  the  beginning,  Snugglers  has  been  a  tremendous  success. 
The  expansion  of  the  Brand  stimulated  major  growth  in  the  previously  static 
disposable  nappy  market  and  Snugglers  gained  and  held  market  leadership. 

In  1979, the  market  has  continued  its  expansion,  being  currently  worth 
£18  million  at  RSP.  Within  this  market,  Snugglers  now  holds  a  dominant 
60%  sterling  share,  which  continues  to  increase  steadily. 

However,  the  rapid  expansion  of  the  market  and  the  enormous  success 
of  Snugglers  were  considerably  in  excess  of  even  our  most  optimistic 
forecasts,  and  this  has  resulted  in  severe  availability  problems,  despite 
considerable  investment  and  efficiency  increases  by  our  plant. 

As  the  Chemist  Trade  is  responsible  for  a  very  high  percentage  of 
Snugglers  business,  we  obviously  appreciate  and  apologise  for  the  special 
problems  caused  to  you  by  non-availability.  In  1979  our  Company  invested 
heavily  to  improve  the  situation  and  in  1980  we  plan  to  further  commit 
major  funds. 

In  addition,  we  are  currently  introducing  a  significantly  improved 
product  which  will  prove  even  more  appealing  to  mothers.  Against  the 
improved  availability  of  this  new  product,  we  shall  be  placing  the  heaviest 
advertising  and  marketing  programme  seen  in  any  baby- oriented  toiletry 
market,  in  order  to  ensure  that  mothers  are  aware  of  the  major  improvement 
in  our  product's  performance.  We  are  confident  that  this  will  lead  to  an  even 
greater  rate  of  market  growth  and  further  increases  in  Snugglers'  share  of  the 
expanded  market. 

Over  the  next  few  weeks,  you  will  see  many  advertisements  in  this 
publication  setting  out  plans  for  1980.1  hope  that  you  will  support  us  in  the 
requests  we  make  of  you  in  these  advertisements,  so  that  we  can  co-operate 
fully  to  our  mutual  advantage  in  this  important  and  growing  category. 

Thank  you  for  your  support.   /I  / 


Yours  sincerely. 
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Be  prepared  for  the  sun 

A  review  of  prospects  for  the  1980  suntan  preparations  market 


Even  if  we  are  in  for  another  small  and 
soggy  summer  this  year  the  suntan  prep- 
arations market  will  certainly  be  a  lively 
distraction.  While  Bergasol  and  Ambre 
Solaire  vie  for  brand  leadership,  every 
rain  cloud  may  prove  to  have  a  silver 
lining  for  Nivea  buyers  who  have  the 
chance  of  livening  up  their  holiday  week 
by  insuring  themselves  against  40mm  of 
rain. 

To  sell  a  sun  product  on  the  basis  of 
rain  is  an  indication  of  the  predicament 
facing  manufacturers  after  three  bad 
summers  weatherwise.  Let  us  hope  the 
disillusioned  attitude  towards  British 
weather  will  change  and  not  lead  any 
companies  to  give  away  an  umbrella  with 
every  purchase  next  year! 

First  place  aim 

Wet  weather  or  not,  to  become  brand 
leader  in  the  suntan  preparations  market 
is  the  Bergasol  aim  for  1980.  And  to 
show  how  confident  they  are  that  the 
time  is  right,  Chefaro  Proprietaries  are 
backing  their  belief  with  an  advertising 
spend  of  £500,000,  double  that  of  1979. 

With  the  economic  climate  on  an  equal 
footing  with  the  weather,  the  market 
even  in  recession  is  still  worth  an  esti- 
mated £10  million.  Chefaro  believe  that, 
although  sales  as  a  whole  fell  by  29  per 
cent  between  May  and  August  1979  on 
the  1978  figures,  they  gained  on  their 
main  rival  Ambre  Solaire  losing  only  2 
per  cent  sales  (21  per  cent  to  19  per  cent) 
against  Ambre  Solaire's  six  per  cent  loss 
(31  per  cent  to  25  per  cent). 

Bergasol  believe  these  figures  show  that 
the  time  is  right  for  a  showdown  between 
the  two.  Chefaro  admit  Bergasol  was 
timely  in  its  launch  and  able  to  ride  on 
the  crest  of  the  1976  heatwave,  but  they 
believe  continuing  success  is  based  on 
customer  loyalty  and  satisfaction. 

Being  a  chemist-only  product  Chefaro 
are  confident  that  with  the  influx  of 
numerous  sun  preparations  onto  the  mar- 
ket chemists  will  be  more  selective  about 


their  stock  intake;  they  also  believe  a 
high-profit  margin  is  in  their  favour. 

Retail  pharmacists  are  advised  by  the 
company  to  stock  up  early  and  not  be 
caught  out  by  the  freak  weather  con- 
ditions so  typically  British.  Diane  Kay, 
Chefaro  product  manager  says :  "Given  a 
reasonable  summer,  we  estimate  that  the 
market  will  reach  10  million  units, 
although  some  sunshine  could  increase  it 
to  12  million  or  even  more.  This  repre- 
sents a  highly  profitable  area  for  the 
chemist  and  Bergasol,  with  its  high 
margins  and  chemist-only  distribution 
could  really  bring  some  sunshine  into  the 
chemist's  shop." 

Ambre  Solaire  believe  however  they 
will  be  able  to  hold  off  the  challenge 
from  Bergasol  and  in  1980  will  continue 
to  keep  Ambre  Solaire  in  the  public  eye 
with  product  launches,  repackaging,  new 
point-of-sale  displays,  competitions  and 
money-off  promotions. 

Tropical  Oil  (195ml)  which  is  being 
launched  by  Ambre  Solaire  in  1980,  is 
described  as  an  exotic  suntan  oil  and  an 
alternative  to  Original  Oil.  Tropical  Oil, 
containing  coconut  oil  and  cocoa  butter, 
is  for  those  who  tan  easily  or  who  want 
to  maintain  a  deep  golden  tan. 

Also  new  are  large  sizes  of  Ambre 
Solaire  creams  2,  4  and  6  (150ml)  and 
after  sun  lotion  (190ml).  A  floor-stand 
unit  able  to  hold  the  whole  range  except 
Duotan  is  available,  as  is  a  pre-packed 
unit  with  two  trays  which  can  be  used 
either  as  two  tiers  or  side  by  side.  In 
both  units  there  is  a  section  for  after- 
sun  care  incorporating  both  the  lotion 
and  balm. 

An  advertising  spend  of  £400,000  will 
be  concentrated  on  television  and  radio. 

Sun  set  repackaged 

For  Roche  a  new  decade  means  a  newly- 
recruited  sales  force  to  promote  a  re- 
designed range.  The  redesigned  pack- 
aging, to  give  the  range  a  cohesive 
identity,  will  be  featured  in  multi-media 
advertising  and  promotional  campaigns. 

The  sunscreens  that  have  formed  the 
basis  of  Eversun  products  since  their 
introduction  continue  to  be  incorporated 
in  the  new  formulations.  The  new  pro- 
ducts, however,  are  free  from  dyestuffs 
and  lanolin  and  are  available  in  oil,  milk 
and  cream  form.  Also  launched  is  Aqua- 
sun,  a  water-resistant  suntan  preparation 
in  both  milk  and  cream. 

All  bottles  in  the  range  are  the  same 
size  with'  a  shoulder  design  of  the  "sun" 
semi-circle,  the  Eversun  logo.  A  compact 
point-of-sale  stand  with  header  board  will 
hold  the  entire  range.  Also  available  will 
be  a  selection  of  other  POS  material. 

The  launch  will  be  supported  by  a 
£450,000  multi -media  advertising  cam- 
paign on  national  television,  in  women's 
magazines  and  in  a  joint  poster  campaign 


with   Jersea,   swimwear  manufacturers. 

The  policy  behind  the  launch  is  sum- 
med up  by  Lynn  Smith,  cosmetics  mana- 
ger: "The  financial  support  being  put 
behind  this  major  launch  reflects  the 
company's  total  commitment  and  belief 
in  the  strength  of  the  Eversun  'package'. 
We  are  now  one  hundred  per  cent  con- 
fident that  we  have  got  the  various 
elements  absolutely  right.  There  can  be 
no  better  way  of  demonstrating  our  con- 
fidence than  by  investing  for  the  first  time 
in  our  own  sales  force." 

Win  either  way 

Smith  and  Nephew  are  offering  the- 
Nivea  consumer  a  plan  to  offset  bad 
weather  during  the  1980  summer  season. 
If  the  weather  turns  nasty  and  40mm  or 
more  of  rain  falls  in  the  purchaser's 
British  holiday  location  during  a  specified 
week,  then  they  will  be  eligible  for  a 
share  of  £10,000.  Promotional  leaflets 
with  details  will  be  available  for  distri- 
bution at  point  of  sale.  The  consumer  is 
eligible  for  the  scheme  simply  by  buying 
one  of  the  Nivea  range  of  sun  prepara- 
tions and  stating  on  the  leaflet  which 
week  and  holiday  location  they  would 
like  to  be  "insured"  against  bad  weather. 

The  company  believes  that  with  the 
market  in  recession,  consumers  will  no 
longer  purchase  sun  preparations  on  a 
speculative  basis.  This,  they  say,  makes 
the  buying  decision  for  the  retail  pharma- 
cist even  more  difficult  as  far  as  sun 
preparation  stock  is  concerned.  The  1980 
Nivea  promotion,  according  to  the 
company,  offers  both  the  consumer  and 
the  retail  pharmacist  compensation  for 
bad  weather  and  a  reason  to  buy  Nivea 
on  a  speculative  basis  again. 

Continued  on  p86 
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Announcing 
New  Improved  Snugglers, 
worth  new  improved 
profits  to  you! 

*  New  Improved  Snugglers  are  being  relaunched  with: 

1.  New  design  for  better  fit. 

2.  New  one  way  top  sheet  for  drier  bottoms. 

3.  Unitabs  for  better  fastening-the  white  tapes  mothers  prefer. 

*  Make  the  most  of  this  60%  brand  leader's  relaunch  by: 

1.  Stocking  in  all  4  sizes.  Babies  come  in  more  than  one  size, 
and  each  size  is  a  profit  making  product  for  you. 

2.  Displaying  Snugglers  where  busy  mums  can  spot  them  at  a  glance. 
Thanks  to  new  machinery,  there's  now  bags  for  everyone. 


ritains  Biggest  Selling  Disposable  Nappy...60%  of  the  market. 


Suntans 

Continued  from  p84 


Smith  and  Nephew  Toiletries  claim 
that  despite  a  decline  in  the  sun  prepara- 
tions market,  Nivea  reached  a  new  high 
of  18  per  cent  volume  share  in  May- 
August  1979.  This  they  believe  was  due 
to  the  reputation  of  the  Nivea  name,  the 
power  of  their  advertising  and  efficient 
POS  material.  An  independent  survey, 
based  on  spontaneous  recognition,  credits 
Nivea  with  73  per  cent,  second  place 
after  Ambre  Solaire.  Smith  &  Nephew 
are  therefore  producing  effective  point-of- 
sale  material  to  promote  both  the  Nivea 
name  and  the  rain  campaign. 

Promotional  activity  at  point  of  sale 
is  also  a  feature  of  the  Coppertone  1980 
campaign.  Plough  (UK)  announce  that 
they  intend  to  double  their  advertising 
expenditure,  concentrating  on  poster  and 
magazine  campaigns.  Promotional  back- 
ing, in  the  form  of  competitions,  coupon- 
ing and  holiday  vouchers  will  run 
throughout  the  summer  season. 

Plough  believe  POS  material  is  neces- 
sary to  ensure  Coppertone  consumers  are 
aware  of  the  products  available  for 
different  skin  types;  they  will  therefore 
be  producing  a  special  planned  guide  for 
displays. 

With  the  weather  always  a  major 
element  in  sales,  Plough  will  again  be 
offering  their  "no  risk"  deal  which  in 
1979  included  sale  or  return  and  extended 
credit — the  company  believing  it  neces- 
sary to  take  the  risk  out  of  purchasing 
suntan  products. 

Bayer  add  Factor  10 

With  the  addition  of  Factor  10  for  1980, 
Bayer  believe  they  now  have  one  of  the 
most  comprehensive  ranges  on  the  British 
market. 

Factor  10,  which  is  said  to  absorb 
more  than  99.5  per  cent  of  the  sun's 
ultra-violet  /3-rays,  is  for  those  with  extra- 
sensitive  skin  and  is  particularly  recom- 
mended for  use  in  intense  sunlight, 
especially  at  high  altitudes  or  in  tropical 
climates. 

Factor  10  in  milk  (125ml,  £2.59)  and 
cream  (50ml,  £2.29)  is  being  offered 
exclusively  to  independent  chemists  with 
specially-designed  point-of-sale  material. 

Delial  product  manager,  Charles  Lee, 
says:  "We  believe  it  is  appropriate  that 
Factor  10,  which  has  medical  applica- 
tions, should  be  available  only  through 
independent  chemists.  We  know,  for 
instance,  that  pharmacists  are  often  asked 
to  recommend  a  product  for  skin  condi- 
tions which  require  extra-strong  protec- 
tion from  the  sun.  We  have  also  had 
many  direct  inquiries  from  consumers 
who  want  a  stronger  sun  screen  than 
those  currently  available.  It  is  to  meet 
this  very  definite  need  that  we  have 
added  Factor  10  to  the  range." 

The  range,  which  Bayer  claim  is 
market  leader  in  seven  major  European 


countries,  will  be  supported  by  below-the- 
line  investment  in  the  independent 
chemist  sector.  There  are  no  plans  for  a 
sustained  consumer  advertising  campaign 
in  1980,  a  policy  the  company  introduced 
last  season. 

W.B.  Pharmaceuticals  Ltd  believe  that 
after  just  two  seasons  the  extended  Uvi- 
stat  range  has  consolidated  its  position 
in  the  sun  preparations  market  as  equal 
second  brand  on  volume  sales.  The  com- 
pany forecasts  Uvistat,  Uvitan  and  Uvi- 
cool  in  1980  will  become  the  most  widely- 
purchased  brand  of  suntan  products  in 
Britain  after  Ambre  Solaire. 

Promotional  plans  for  1980  include  a 
national  trade  promotion  for  chemists 
and  a  consumer  campaign  to  consolidate 
awareness. 

Another  sunprep  that  made  its  debut 
two  years  ago,  Body  Screen,  is  described 
as  a  clear  and  non-staining  product, 
spreading  easily  and,  being  non-sticky, 
not  attracting  dust  or  sand.  With  what 
the  makers  believe  is  one  of  the  most 
competitive  prices  on  the  market  (115ml, 
£1.38)  Body  Screen  is  supplied  in  a  dis- 
penser containing  six  bottles  for  either 
counter  or  shelf  display. 

Newcomers 

Of  the  newcomer  .brands  in  1979  Piz 
Buin  and  Hawaiian  Tropic  both  claim  to 
be  established  now  and  intent  on  increas- 
ing their  market  shares  in  1980. 

Piz  Buin  have  three  new  sun  protection 
products  in  the  1980  range.  These  are 
a  high  protection  SPF  8,  available  in 
cream  and  milk,  Double  Tan,  a  combina- 
tion of  Self  Tan  and  SPF  4  milk,  and  a 
lip  protection  stick.  Also  new  is  Apres 
constant,  a  blend  of  Self  Tan  and  Apres 
milk. 

First  available  in  1979  with  14  products 
of  varying  levels  of  protection,  the  brand 
in  the  1980  season  will  be  supported  by  a 
£150,000  advertising  campaign  in  the 
national  Press  on  the  theme  of  "protec- 
tion plus"  tanning. 

A  counter  display  to  hold  34  items 
will  be  available  for  use  at  point  of  sale. 
Promotion  packs  of  SPF  3,  4  and  6  milk 
will  carry  a  free  on-pack  give-away  of 
a  sunhat  and  a  starter  pack  containing 
high  protection  cream;  a  lower-protection 
milk  will  also  be  available. 

Tony  Rix,  general  manager  of  Cologne 
Perfumery  Ltd,  who  market  the  range 
in  Britain,  sums  up  the  situation:  "In 
1979  we  took  on  the  distribution  of  the 
Piz    Buin    range    in    association  with 


Alberto  Culver.  Wider  product  avail- 
ability dramatically  improved  sales  over 
previous  years  and  we  are  delighted  that 
independent  research  has  shown  the  range 
to  be  the  most  successful  newcomer  for 
the  season.  In  1980  we  plan  to  build 
upon  our  reputation  as  a  European  mar- 
ket leader,  and  to  create  an  even  greater 
impact  for  Piz  Buin." 

Hawaiian  Tropic  is  also  claimed  to 
have  had  a  successful  launch  year  and 
the  1980  range  is  described  as  covering 
every  skin  type  and  degree  of  tanning 
in  a  choice  of  cream,  milk,  lotions  or 
oils.  Protection  factors  will  feature 
prominently  on  the  front  of  the  packs, 
from  a  factor  of  eight  down  to  nought. 

The  range  will  comprise  two  new  high- 
protection  products.  Sun's  screen  cream 
(50ml,  £2.95)  with  a  factor  of  eight  is 
described  as  a  maximum  protection 
cream  formulated  for  people  with  fair 
and  sensitive  skins.  It  is  also  claimed  to 
be  ideal  for  children,  giving  the  most 
protection  against  burning.  Dark  tanning 
milk  (200ml,  £3.50),  with  a  protection 
factor  of  six,  is  said  to  contain  tanning 
and  protective  agents  in  a  light  milk 
formulation  for  anyone  starting  a  tan. 

Other  changes  to  the  range  include  a 
reformulated  dark  tanning  oil  (200ml, 
£3.25)  now  available  in  a  protection 
factor  of  four.  Hawaiian  Tropic  have 
also  renamed  their  moisturiser  After 
Sun  (200ml,  £3.50)  for  easier  consumer 
recognition.  The  packaging  of  the  range 
is  still  brown,  cream  and  gold. 

In  1980  Hawaiian  Tropic  intend  to 
double  their  market  share  and  to  do  so 
are  planning  to  double  their  advertising 
expenditure,  with  colour  pages  in 
women's  Press  from  May  until  August 
backed  up  by  the  use  of  radio  and  pro- 
vincial advertising  throughout  the  sum- 
mer months.  Beach  promotions  and 
competitions — which  the  company  says 
were  so  successful  last  summer — will  be 
repeated  in  1980. 

POS  is  the  key 

Evidently  there  is  going  to  be  a  great 
deal  of  jostling  for  position  between  the 
brands  this  year,  with  much  of  the 
activity  taking  place  at  point  of  sale.  For 
a  market  that  in  both  volume  and  sales 
terms  has  declined  it  is  still  very  com- 
petitive, with  two  new  launches  last  sum- 
mer and  heavy  advertising  expenditure 
to  create  consumer  awareness. 

The  situation  can  be  summed  up  in 
one  word — weather.  Whether  the  sun 
shines  remains  to  be  seen;  if  it  does  it 
will  certainly  boost  sun  preparation  sales. 

But  one  good  point  about  last  year 
was  that  although  the  sun  didn't  shine 
too  often,  the  intense  advertising  cam- 
paigns ensured  that  sun  preparations  are 
now  better  accepted. 

Who  sells  what,  when  (and  if)  the  sun 
shines,  may  depend  upon  who  wins  the 
POS  battle.  Retail  pharmacists,  who  still 
dominate  the  market,  have  limited  POS 
space  and  will  be  forced  to  make  choices. 
But  that  may  not  .be  a  bad  thing — after 
all,  every  brand  can't  make  it  to  those 
coveted  top  two  or  three  positions.  It's 
simply  a  matter  of  backing  the  winners! 
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Chemist  &  Baby 
doing  well. 

We're  delighted  to  say  that  Chemists  and  Babies  really  are  doing  well  with 
the  newly  designed  range  of  Maws  Simpla  sterilizing  and  feeding  produets. 

For  well  over  a  century  Maws  have  made  it  their  business  to  make  the 
best  feeding  equipment.  Today  every  Maws  product  is  designed  to  meet  the 
most  exacting  standards  of  mothers  and  experts  alike. 

And  we  produce  an  extensive  selection.  A  range  of  teats  in  natural  latex; 
8oz,  4oz  and  2oz  Simpla  feeding  bottles  in  polycarbonate  and  8oz  and  2oz 
bottles  in  glass;  Simpla  sterilizing  tablets  and  a  complete 
sterilizing  and  feeding  set. 

We've  been  advertising  heavily  in  women's 
magazines  and  the  mother  and  baby  press;  and  until  the 
end  of 1980  our  colour  advertisements  will  continue  to 
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Parents,  Living  and  Family  Circle. 

All  of  this  suggests  that  Chemist  and 
Baby  will  continue  to  do  well.  *mmm^ 
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We  make  sure  you  give  them  the  best. 

For  more  information  please  contact  your  local  Ashe/Maws  salesman  or  ring  the  Sales  Manager  on  Leatherhead  76151 . 
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BANC  BAND-AID 


During  February,  more  people  will  be  sticking  to  our 
plasters  than  ever  before. 

We're  offering  them  5p  off  any  pack  of  BAND-AID' 
Washproof  or  Clear  Plasters. 

With  12  million  coupons  going  into  the  Sun,  Mirror,  Mai 
and  Express,  you'll  be  getting  a  lot  of  newsprint  on  your  fingers 
And  a  lot  of  BAND-AID  off  your  hands. 
It's  just  another  of  the  many  advantages  we  have  over  the 
frest  of  the  competition. 

Like  the  unique  non-stick  cushion  pad 
that's  specially  coated  so  it  doesn't  stick  to 
the  wound. 

And  the  air -flow  tape  that's  filled  with 
perforations  which  allow  the  wound  to 
breathe,keeping  it  fresh  below  the  plaster. 

And,  of  course,  our  pre-cuts  are  the 
only  sterile  plasters. 

So  when  you  cover  a  wound  you  don't 
cover  it  in  germs.  They're  just  some  of  the  reasons  why  BAND-AID 
is  used  extensively  in  hospitals. 

And  just  to  make  sure  you  get  the  most  out  of  our  offer,  we've  a 
colourful  range  of  display  material  for  you. 

So  when  your  customers  next  get  a  cut,  you  can  be  sure  of 
getting  one  too. 


CLEAR 
PLASTERS 
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NON-STICK 
CUSHION  PAD 
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MERS  ARE 


Benylin  Expectorant 

why  do  you  recommend  it  so  often? 


Simply,  because  Benylin  Expectorant 
really  works,  and  that  means  satisfied 
customers  for  you.  Benadryl*  (diphen 
hydramine  hydrochloride)  is  a  proven 
anti-tussive,  and  just  part  of  an 
established  pharmacy-only  formula 
that  you  can  recommend  with 


confidence  to  your  customers. 

And  there's  another  important  point. 
When  you  recommend  Benylin 
Expectorant,  it's  not  just  a  good  pro- 
fessional recommendation-there 's 
a  good  profit  for  the  pharmacy,  too. 


PARKE- DAVIS 

good  products  for  you  and  yourcustomers 

Tiposition:  Indications:  Contra-indications,  warnings  etc:  legal  Category:  P 

h  5ml  contains  For  the  relief  of  cough  and  its  congestive  symptoms  cause  drowsiness.  If  affected,  the  patient  should  not  drive  or  operate 

■henhydramine  hydrochloride  B  P.  1 4mg  Dosage:  machinery,  Avoid  alcoholic  dnnk.  Known  hypersensitivity  to  any  of  the        Package  Quantities:  1 25ml  cartoned  glass  be 

1  imonium  chloride  B  P.  135mg  ORAL  Adults:     One  or  two  5ml  spoonsful  every  two  or  three  hours  active  constituents.  Price  to  pharmacy,  39.5p  (ex.  V.A.T.) 

Jium  citrate  B.P.  57mg  Children.  1  to  5  years,  2.5ml  every  3  or  4  hours  As  with  any  other  medicine,  care  should  be  taken  in  administration  during 

inthol  B.  P.  1 . 1  mg  6  to  1 2  years,  one  5ml  spoonful  every  3  or  4  hours,  pregnancy. 


Irish  pharmacy  in  the  80s 

by  M.  F.  Walsh,  FPSI,  past-president,  Pharmaceutical  Society  of  Ireland. 


Having  read  the  thoughtful  and  objec- 
tive views  expressed  by  Mr  Miall  James 
(C&D,  December  8,  1979)  who  with  his 
wife  visited  this  year's  Irish  Pharmaceu- 
tical Congress,  please  allow  me  the  hos- 
pitality of  your  columns  to  express  some 
thoughts  and  reflections  of  my  own,  not 
only  on  that  congress,  but  on  past  con- 
gresses and  generally  on  the  possible 
developments  of  pharmacy  in  these 
islands  in  the  coming  decade. 

While  the  idea  of  a  pharmacy  congress 
is  now  well  established  here  (we  have 
been  holding  them  for  over  15  years)  the 
infra-structure  for  their  proper  and 
efficient  organisation,  unlike  that  of  our 
more  illustrious  contemporary  the  BPC, 
is  still  evolving.  For  instance,  the  overall 
responsibility  for  the  organisation  of  the 
BPC  has  for  some  years  lain  with  the 
PSGB,  while  here  that  responsibility  rests 
with  a  national  joint  committee  of  the 
Pharmaceutical  Society  of  Ireland  and 
the  Irish  Pharmaceutical  Union.  (My 
personal  view  is  that  since  congress  is 
predominantly  an  educational  activity  the 
PSI  should  logically  carry  the  final  obli- 
gation to  the  public). 

Mr  James  refers,  and  I  take  his  point, 
to  the  apparent  absence  of  any  scheme 
or  forum  for  encouraging  young  (phar- 
maceutical) scientists  at  the  Sligo  con- 
gress. It  was  certainly  an  omission  on 
this  occasion  and,  having  regard  to  the 
wealth  of  talent  that  is  now  becoming 
increasingly  available  in  Ireland,  as  a 
whole,  from  the  school  of  pharmacy  at 
the  University  of  Dublin  and  from  the 
department  of  pharmacy  at  Queen's 
University  of  Belfast,  I  see  no  reason 
why  in  future  years  the  omission  cannot 
be  remedied. 

Scientific  exchanges 

For  a  number  of  years  graduates  and 
senior  students  from  these  two  schools 
have  been  holding  a  "joint  research 
seminar"  in  Dublin  and  publishing  the 
proceedings  in  abstract  form.  A  number 
of  companies  from  the  industry  sponsor 
the  seminar,  and  hospitality  has  always 
been  offered  to  those  participating  initi- 
ally by  the  Society  and  latterly  also  by 
the  Irish  Pharmaceutical  Union.  Here 
we  have  a  whole  scientific  section  of 
congress  in  embryo,  and  an  all-Ireland 
section  at-  that.  Needless  to  say,  such  a 
development  might  well  encourage  fur- 
ther scientific  exchanges  between  the 
profession  of  pharmacy  in  both  parts  of 
this  presently  not  very  holy  and  gravely 
divided  island.  I  envisage  that  the  con- 
gress committee  might  consider  a  regular 
award  (including  a  cash  element)  for  out- 
standing work  by  our  talented  young 
pharmacists. 

Now  may  I  make  the  following  points 
as  we  stand  on  the  threshold  of  the 
eighties.  Educationally  and  in  practice, 
pharmacy  has  made  considerable  pro- 


gress during  the  seventies,  and  is  now 
quietly  confident  of  further  advances. 
The  main  reasons  for  this  were  the 
establishment  of  the  new  four-year 
degree  course  at  the  University  of  Dublin 
and  the  introduction  of  the  General 
Medical  Services  (GMS),  giving  about 
40  per  cent  of  the  population  a  free 
medical  and  pharmaceutical  service,  with 
choice  of  doctor  and  pharmacist.  Higher 
income  groups  get  help  in  the  purchase 
of  necessary  medicines  also. 

Future  progress  will  not  be  so 
dramatic,  and  will  depend,  not  only  on 
national  legislation  but  also  on  EEC  and 
international  developments  in  pharmacy 
generally,  such  as  in  the  United  States. 

It  will  be  most  important,  therefore, 
that  all  organisations  of  pharmacists 
within  the  EEC  (and  this  applies  in  par- 
ticular to  statutory  bodies)  ensure  matters 
like  harmonisation  of  diplomas  and  geo- 
graphic distribution  of  pharmacies  are 
discussed  fully  and  early  agreement 
obtained  between  all  the  countries  in- 
volved. 

More  professionalism 

The  only  true  way  forward,  in  my 
opinion,  is  through  more  professionalism. 
This  trend  must  be  seen  by  governments 
and  by  the  public  in  both  the  external 
and  internal  appearance  of  all  pharma- 
cies. (Members  in  all  countries  might  be 
given  the  democratic  choice  of  "going 
truly  professional  or  not"  within  five 
years.) 

Professionalism  will  be  greatly  encour- 
aged by  licensing  of  pharmacies  and  a 
logical  development  would  be  monopoly 
of  medicines  with  any  substantial  thera- 
peutic efficacy  to  pharmacies.  In  return 
for  this  monopoly  the  State  would  be 
given  a  guarantee  of  adequate  price  con- 
trol by  the  profession. 

To  enable  the  leaders  of  the  profession 
in  the  various  countries  to  keep  abreast 
of  the  latest  developments  in  scientific 
and  professional  pharmacy,  so  that  they 
in  turn  will  be  in  a  strong  position  to 
influence  national  thinking  and  legisla- 
tion, all  statutory  and  national  bodies 
should  take  a  more  active  role  in  FIP. 
Every  profession  today  needs  a  strong 
international  professional  body,  and  it  is 
my  hope  that  soon  we  shall  see  the 
United  States  and  Canada  playing  their 
rightful  role  in  FIP. 

Mr  Desmond  Lewis  (secretary  and 
registrar,  PSGB),  in  what  your  corre- 
spondent described  as  "a  masterly  expo- 
sition" on  the  future  of  pharmacy  in 
Britain,  mentioned  a  group  of  health 
professions  in  which  the  PSGB  is 
involved.  I  was  glad  to  hear  of  it.  On  this 
side  of  the  Irish  sea  we  go  even  further 
as  far  as  the  professions  are  concerned, 
and  the  PSI  is  now  a  member  of  an 
umbrella  organisation :  The  Federation  of 
Professional  Associations.  This  consists 


of  about  15  professional  bodies,  some 
statutory,  some  registered,  but  all  pro- 
fessional by  their  own  definition  of  the 
term — putting  the  interests  of  the  public 
first  on  all  critical  occasions.  The  FPA 
is  now  fairly  well  developed  here,  and 
in  fact  we  have  invited  EEC  Commis- 
sioner D  Avingnon  to  Dublin  to  address 
a  meeting  of  invited  professionals, 
national  politicians  and  government 
ministers  with  the  general  theme  of 
"The  professions  and  the  EEC — chal- 
lenge and  response."  We  hope  the  Com- 
missioner will  rise  to  the  occasion  and 
say  something  worthwhile  about  the 
professions. 

With  respect,  I  think  it  might  be  a 
good  idea  if  the  group  referred  to  by 
Mr  Lewis  was  expanded  to  match  the 
Irish  dimension  in  this  area,  that  is,  to 
include  all  the  professions  and  not  only 
those  associated  with  health. 

Value  of  congresses 

I  would  like  to  see  regular  meetings 
between  the  statutory  bodies  to  discuss 
matters  such  as  the  value  and  relative 
merits  of  annual  congresses  as  educa- 
tional exercises.  (It  was  good  to  note 
your  correspondent's  comment  that  he 
would  be  considering  implementing  some 
of  the  suggestions  made  at  the  Sligo  con- 
gress in  his  pharmacy  on  his  return 
home.)  They  should  look  closely  at  ways 
and  means  to  control,  or  at  least  contain, 
the  ever-growing  costs  of  congresses  and 
international  pharmaceutical  metings  gen- 
erally. Small  countries  like  Ireland,  with 
very  limited  budgets  are  finding  it 
difficult  to  continue  their  participation, 
and  the  position  is  going  to  get  worse. 

The  statutory  bodies  should  give  some 
thought  also  to  continuing  education  as 
the  present  10-20  per  cent  national  par- 
ticipation in  courses  is  just  not  good 
enough  in  today's  world  of  change  and 
innovation.  In  this  context  let  us  hope 
that  the  current  FIP  working  party  on 
continuing  education,  on  which  both  the 
PSGB  and  the  PSI  are  represented,  will 
produce  a  worthwhile  report  which  will 
merit  international  support  by  all  mem- 
ber countries  by  1981. 

The  future 

History  has  not  been  kind  to  Ireland 
recently,  so  as  we  leave  the  dark  days 
of  the  seventies  behind  let  all  of  us,  at 
home  and  abroad,  pray  for  peace  with 
justice  here  and  everywhere  in  the  early 
eighties.  I  can  do  no  better  than  conclude 
these  reflections  with  a  short  excerpt 
from  the  Pope's  address  at  Drogheda: 
"Violence  is  a  lie  because  it  goes  against 
the  truth  of  our  faith,  the  truth  of  our 
humanity.  Do  not  believe  in  violence;  do 
not  support  violence.  It  is  not  the  Chris- 
tian way.  It  is  not  the  way  of  the  Catholic 
Church.  Believe  in  peace  and  foregive- 
ness  and  love,  for  they  are  of  Christ." 
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>t  green. 


When  Listermint  was  launched  in  the  London, 
Southern,  Granada  and  ATV  areas,  it  became  brand 
leader  immediately.  Its  success  created  major  new 
business  for  the  trade  by  increasing  the  mouthwash 
market  in  each  area  by  between  25-50%. 

So  Listermint  is  now  national. 

And  we  at  Warner  Lambert  are  confident  it 
will  be  a  major  national  success.  Being  world  leaders 
in  mouthwashes,  we're  hardly  green! 

£800,000-worth  of  national  TV  advertising  started 
in  November.  And  everyone  will  want  to  get  slooshed 
with  Listermint's  cool,  minty  antiseptic  formula  (you'll 
see  what  we  mean!). 

Display  it  next  to  your  toothpaste  and  Listermint 
will  sell  even  better. 

So  order  some  now  or  you'll  go  green.  But  this 
time  with  envy. 

Listermint  Antiseptic  Mouthwash,  from  the 
people  who  know. 


PRESCRIPTION 
SPECIALITIES 

Launch  of  two  new 
anti-rheumatics 

This  month  sees  the  launch  of  two  new 
anti-rheumatics — Feldene  from  Pfizer  Ltd 
(C&D,  last  week,  p35)  and  Lederfen 
from  Lederle  Laboratories  (see  below). 

Feldene  (piroxicam)  is  described  by 
Pfizer  as  the  first  non-steroidal  anti- 
inflammatory agent  introduced  in  the 
Dast  10  years  that  belongs  to  a  new 
chemical  class.  This  new  class  is  known 
as  the  oxicams  and  was  developed  from 
research  on  dioxoisoquinoline  derivatives. 

Clinically  effective  blood  levels  of 
piroxicam  are  maintained  for  more  than 
38  hours,  giving  the  patient  24  hour 
relief  of  pain  and  stiffness  with  a  once 
daily  dose. 

Pfizer  believe  Feldene  reduces  joint 
inflammation  in  three  ways.  First,  it  sup- 
presses the  synthesis  of  prostaglandins — 
partly  responsible  for  the  pain  of  in- 
flammation— by  inhibiting  the  cyclo- 
oxygenase  enzyme  responsible  for  con- 
version of  the  arachidonic  acid  pre- 
cursor. 

Secondly,  piroxicam  reduces  the  migra- 
tion of  white  blood  cells  into  the  joint 
space,  thus  reducing  the  release  of  in- 
flammatory compounds  that  contribute  to 
joint  destruction. 

Finally,  piroxicam  acts  on  blood  plate- 
let aggregation.  Research  suggests  that 
the  blood  clotting  mechanism  may  play 
a  role  in  the  inflammatory  response  of 
rheumatic  disease.  Platelet  aggregation 
which  triggers  off  blood  clotting  is  en- 
hanced by  collagen,  present  in  larger  than 
normal  amounts  in  inflamed  tissues.  In- 
creased platelet  aggregation  is  accom- 
panied by  increased  release  of  the  clot- 
ting factors  that  promote  the  accumula- 
tion of  fluid  in  the  inflamed  joint. 
Feldene,  by  inhibiting  collagen-induced 
platelet  aggregation,  reduces  the  release 
of  these  inflammatory  mediators. 

Use  in  patients 

Reports  document  the  use  of  Feldene 
in  over  600  patients  with  rheumatoid 
arthritis,  over  1,400  patients  with  osteo- 
arthritis, over  160  with  ankylosing 
spondylitis,  over  200  with  acute  musculo- 
skeletal disorders  and  70  with  acute  gout. 
Particularly  striking  results  were  achieved 
in  ankylosing  spondylitis  and  acute  gout. 

Tn  common  with  other  non-steroidal 
anti-inflammatory  agents,  the  drug  can 
cause  gastro  intestinal  discomfort  in  some 
patients,  but  of  the  1,218  patients  who 
participated  in  the  European  multi- 
centre trial,  89  per  cent  had  no  Gf  symp- 
toms. Of  the  1 1  per  cent  who  experienced 
some  GI  discomfort,  most  of  the  symp- 
toms were  "mild"  to  "moderate*';  3.5  per 
cent  discontinued  the  medication  because 
of  these  effects. 

Lederle's  new  anti-rheumatic,  Lederfen 
(fenbufen),  also  has  a  long  duration  of 


action  and  many  patients  can  be  con- 
trolled adequately  with  a  single  dose  at 
night. 

LEDERFEN  capsules 

Manufacturer  Lederle  Laboratories, 
division  of  Cyanamid  of  Great  Britain 
Ltd,  Fareham  Road,  Gosport,  Hants 
Description  Dark  blue  capsule  containing 
300mg  fenbufen,  printed  "Lederle 
300mg"  on  both  cap  and  body 
Indications  Symptomatic  treatment  of 
rheumatoid  arthritis  and  osteo-arthritis 
Contraindications  Hypersensitivity  to 
propionic  acid  anti-inflammatory  drugs 
or  aspirin 

Dosage  Adults — two  or  three  capsules 
daily  in  single  or  divided  doses.  Many 
patients  can  be  controlled  with  two  at 
night  whereas  some  may  require  another 
capsule  in  the  morning  .Total  daily  dos- 
age should  not  exceed  600mg  in  a  single 
dose  or  900mg  in  divided  doses.  Not 
recommended  for  children  under  14 
Precautions  Should  be  used  with  great 
care  in  patients  with  a  history  of  peptic 
or  intestinal  ulceration,  and  only  when 
essential  in  pregnant  and  nursing  wo- 
men. Aspirin  has  been  shown  to  reduce 
serum  levels  of  Lederfen  so  concomitant 
use  may  require  dosage  adjustment  of 
latter.  Lederfen  is  strongly  protein 
bound,  although  no  clinically  significant 
interactions  have  been  noted  yet. 
Side  effects  Gastro-intestinal  intolerance. 
Other  reactions  have  occurred  infre- 
quently ,  including  skin  rash,  dizziness, 
drowsiness  and  headache.  Slight  de- 
creases in  blood  leucocytes,  haemoglobin 
and  haematocrit,  and  slight  increases  in 
prothrombin  time  and  eosinophils  have 
occasionally  been  recorded.  Transient 
elevations  in  values  of  liver  function 
tests  have  occurred  in  some  patients. 
Storage  Below  15  C  in  the  original  con- 
tainer with  the  lid  tightly  closed 
Packs  100  capsules  (£16.24  trade) 
Supply  restrictions  Prescription  Only 
Issued  January  1980 

Anti-tumour  agent 
from  Eli  Lilly 

Eli  Lilly  and  Co  Ltd  have  introduced 
a  new  anti-tumour  agent  for  intraven- 
ous use.  Eldisine  (vindesine  sulphate) 
is  claimed  to  be  the  first  semi-synthetic 
vinca  alkaloid  to  be  made  available  and 
was  developed  in  a  search  for  a  vinca 
alkaloid  with  a  wider  spectrum  of  anti- 
tumour  activity  and  less  dose-limiting 
toxicity  than  the  naturally  occurring 
vinblasting  or  vincristine. 

ELDISINE  injection 

Manufacturer  Eli  Lilly  and  Co  Ltd, 
Kingsclere  Road,  Basingstoke,  Hants 
Description  Vials  containing  vindesine 
sulphate  5mg  and  mannitol  25mg, 
supplied  with  a  vial  of  5ml  diluting  solu- 
tion containing  sodium  chloride  45mg 
with  benzyl  alcohol  0.045ml  as  preserva- 
tive 

Indications  May  be  used  alone  or  in 
combination  with  other  oncolytic  drugs. 
As  a  single  agent,  may  be  useful  for 
acute  lymphoblastic  leukaemia  of  child- 


hood resistant  to  other  drugs;  blastic 
crises  of  chronic  myeloid  leukaemia; 
malignant  melonoma  unresponsive  to 
other  forms  of  therapy 
Contra-indications  fntrathecal  adminis- 
tration. Granulocytopenic  patients  unless 
this  is  a  result  of  the  disease  affecting 
bone  marrow.  Infections  must  be 
brought  under  control  with  antiseptics 
or  antibiotics  before  using  Eldisine 
Dosage  Extreme  care  must  be  used  in 
calculating  and  administering  the  dose, 
since  overdosage  may  be  fatal.  Admin- 
istered intravenously  in  a  single  bolus 
injection  at  weekly  intervals.  Recom- 
mended starting  dose  3mg/sq  m  body 
surface  area  for  adults.  4mg<  sq  m  for 
children.  See  literature 
Precautions  If  granulocytopenia  with 
less  than  1.000  polymorphs /mm3  occurs 
following  a  dose,  patient  should  be 
watched  carefully  for  evidence  of 
infection  until  polymorph  count  has 
returned  to  safe  level.  Care  in  neuro- 
muscular disease  and  when  other  drugs 
with  neurotoxic  potential  are  being 
used.  Care  when  Eldisine  has  caused 
acute  abdominal  pain,  as  paralytic  ileus 
may  be  a  risk  if  further  doses  are  given. 
Severe  irritation  may  follow  accidental 
contamination  of  the  eye.  which  should 
be  washed  at  once  with  water.  Care  in 
pregnancy  and  lactating  mothers 
Side  effects  Incidence  appears  to  be  rela- 
ted not  only  to  size  of  dose  but  also  to 
the  total  accumulated  dose  given.  Acute 
toxicity  more  likely  with  doses  above 
4mg/sq  m  and  symptoms  persist  for  no 
longer  than  24  hours.  Onset  of  peripheral 
neuropathy  seems  to  be  related  more  to 
total  dose  given.  The  following  have 
been  reported:  Dysphagia,  anorexia, 
nausea,  vomiting,  dyspepsia,  perforated 
duodenal  ulcer,  abdominal  pain,  ileus, 
diarrhoea,  constipation,  numbness,  parae- 
thesiae,  loss  of  deep  tendon  reflexes, 
myalgia,  foot-drop,  convulsions,  maculo- 
papular  rashes,  mouth  ulceration, 
cellulitis  with  extravasation,  alopecia 
from  mild  to  total,  granulocytopenia  (the 
dose-limiting  factor),  thrombocytosis, 
thrombocytopenia  mild  anaemia,  malaise, 
spikes  of  fever,  rigors. 

In  preliminary  assessments,  neurotoxic- 
ity induced  is  generally  less  severe  and 
less  progressive  than  with  vincristine  sul- 
phate. 

Storage  Between  0°C  and  6:C.  After 
reconstitution,  may  be  stored  in  a  refri- 
gerator for  30  days.  Use  of  the 
accompanying  diluent  or  a  diluent  with  a 
preservative  is  essential  if  reconstituted 
solution  is  to  be  stored  for  over  48  hours. 
Should  never  be  mixed  with  other  drugs 
Packs  5mg  vial  with  5ml  vial  of  diluent 
(£51.77  trade;  £44  to  hospitals) 
Supply  restrictions  Prescription  Only. 
Issued  January  1980. 

Mydriacyl  sizes 

The  15ml  sizes  of  Mydriacyl  eye  drops 
I  per  cent  and  1  per  cent  have  been 
discontinued  following  the  successful 
launch  of  the  5ml  sizes.  Distributors 
Farillon  Ltd.  Bryant  Avenue,  Romford, 
Essex  RM3  0PJ. 
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Prescription  Specialities 
Continued  from  p95 

Indocid  transferred 
to  Thomas  Morson 

Indocid  is  to  be  transferred  from  Merck 
Sharp  &  Dohme  Ltd  to  its  division, 
Thomas  Morson  Pharmaceuticals,  from 
February.  It  is  intended  that  this  will 
provide  a  more  comprehensive  informa- 
tion service  on  the  drug's  use. 

For  a  short  time,  both  Merck  Sharp  & 
Dohme  and  Thomas  Morson  styles  of 
packaging  will  exist,  the  latter  containing 
capsules  identified  by  new  codes.  Pack 
sizes  and  formulations  will  remain  the 
same.  The  product  identification  codes 
will  be:  25  mg — old  code  "Indocid  MSD 
25",  new  "Indocid  25."  50  mg — old 
"Indocid  MSD  50",  new  "Indocid  50." 
75  mg  sustained  release — old  "MSD 
693",  new  "Indocid  R  693." 

Leaflets  for  patients  explaining  the 
change  in  appearance  are  available  on 
request  to  Thomas  Morson  representa- 
tives, or  directly  to  the  company: 
Thomas  Morson  Pharmaceuticals,  divi- 
sion of  Merck  Sharp  &  Dohme  Ltd, 
Hertford  Road,  Hoddesdon,  Herts. 

Clinifeed  now  in 
general  practice 

Roussel's  Clinifeed  range  of  liquidised 
complete  feeds  is  now  listed  by  the 
Borderline  Substances  Committee  for 
prescription  in  general  practice.  Previ- 
ously it  has  been  used  by  hospitals  as 
a  nasogastric  drip  and  oral  sip  feed. 

Clinifeed  can  be  prescribed  on  form 
FP10  for  the  following  conditions — 
short  bowel  syndrome,  intractable  malab- 
sorption, pre-operative  preparation  of 
patients  who  are  under-nourished,  treat- 
ment of  those  with  proven  inflammatory 
bowel  disease,  treatment  folowing  total 
gastrectomy  and  dysphagia.  Such  pres- 
criptions should  be  endorsed  "ACBS" 
(Advisory  Committee  Borderline  Sub- 
stances). 

Clinifeed  is  available  in  375ml  ring- 
pull  cans  (20  cans  per  outer). 

Clinifeed  400  vanilla  and  chocolate 
flavours  (£15.40  trade  per  outer)  contain 
400  kcal.  Clinifeed  500  vanilla  flavour 
(£16.80  per  outer)  and  Clinifeed  LLS 
(lactose  free,  low  sodium)  chicken 
flavour  (£20.60  per  outer)  contain  500 
kcal.  Roussel  Laboratories  Ltd,  Roussel 
House,  Wembley  Park,  Middlesex. 


DP  cookies 


DP  low  protein  chocolate  flavoured 
chip  cookies  (C&D,  December  15,  1979, 
p970)  are  only  prescribable  on  form 
FP10  for  patients  with  phenylketonuria, 
similar  amino  acid  abnormalities,  renal 
failure,  liver  failure  and  liver  cirrhosis. 
They  are  not  gluten  free  and  should 
not  be  given  to  patients  with  coeliac 
disease.  G  F  Dietary  Supplies  Ltd,  7 
Queensbury  Station  Parade,  Queensbury, 
Edgware,  Middlesex. 


PROFESSIONAL  NEWS 

Pharmaceutical  Society  of  Great  Britain 

Concern  over  supply  of 
CDs  from  wholesalers 


The  Pharmaceutical  Society  is  concerned 
that  the  availability  of  Controlled  Drugs 
from  wholesalers  may  deteriorate  as  a 
result  of  increased  fees  for  licences 
under  the  Misuse  of  Drugs  Act,  1971. 

The  Society's  Council  heard  at  its 
January  meeting  that  the  Law  Com- 
mittee considered  a  letter  from  the 
Home  Office  giving  advance  notice  of  a 
revised  scale  of  fees  for  licences.  During 
the  Committee's  discussion  concern  was 
expressed  that  the  increased  fees  could 
cause  difficulty  for  both  pharmacists  and 
patients. 

The  Committee  recommended,  and  the 
Council  agreed,  that  the  head  of  the 
Society's  law  department,  Mr  G.  E. 
Appelbe,  should  send  a  further  letter  to 
the  Home  Office  expressing  the  Society's 
objection  to  the  increase,  and  also  that 
he  should  seek  specific  evidence  of  diffi- 
culties caused  by  such  increases,  from 
pharmacists  and  from  the  National  Asso- 
ciation of  Pharmaceutical  Distributors. 

Emergency  phenobarbitone 

The  Department  of  Health  has  now 
decided  not  to  implement  a  previously 
accepted  proposal  from  the  Society  that 
the  supply  of  phenobarbitone — contain- 
ing asthma  remedies  should  be  allowed 
without  prescription  under  the  emer- 
gency supply  provisions.  Although  the 
proposal  had  been  accepted  by  the 
Department  as  being  "eminently  sound", 
it  had  now  been  dropped  because  it  was 
"inconsistent  with  the  condemnatory 
attitude  towards  these  remedies  adopted 
by  the  Committee  on  the  Review  of 
Medicines". 

The  Department  of  Trade  has  written 
to  the  Society  concerning  possible  regu- 
lation to  control  the  manufacture,  sale 
and  supply  of  sodium  chlorate,  it  was 
reported  to  the  Law  Committee. 

The  Privy  Council  has  approved  the 
appointment  of  two  additional  inspectors 
under  the  Poisons  Act,  1972.  The  new 
inspectors  are  Mr  A.  W.  Davidson  and 
Mr  T.  J.  Staton. 

It  was  reported  to  the  Law  Committee 
that  the  Poisons  Board  had,  in  effect, 
rejected  the  Committee's  recommenda- 
tion that  control  of  hair  dyes  containing 
phenylenediamines  should  not  be  trans- 
ferred from  the  Poisons  Rules  to  the 
Cosmetic  Products  Regulations  1978. 
The  recommendation  had  been  made 
because  of  the  difficulty  of  recall  if  the 
products  become  available  through  any 
retailer.  The  Poisons  Board  told  the 
Society  that  it  saw  no  problem  with 
recall  and  that  the  Cosmetic  Products 
Regulations  would  effectively  safeguard 
the  public  from  adverse  medical  effects. 


Doctors  in  Saxilby,  Lincolnshire,  have 
now  applied  to  dispense  for  patients  in 
Lincolnshire  as  well  as  Nottinghamshire, 
and  the  matter  has  been  referred  to  the 
local  joint  committee  on  rural  dispen- 
sing, it  was  reported  to  the  Practice 
Committee.  The  Committee  agreed  that 
the  office  should  keep  abreast  of  develop- 
ments. 

Pharmacist  on  supply  council 

Discussing  the  recent  statement  by 
the  Secretary  for  Social  Services, 
Mr  Patrick  Jenkin,  that  a  supply  council 
for  the  National  Health  Service  would 
be  set  up  {C&D,  January  5,  pl6).  Coun- 
cil agreed  to  repeat  to  the  Department 
its  original  view  that  the  supply  council 
should  include  a  pharmacist  and  to  put 
forward  a  name  for  consideration. 

Council  noted  that  discussions  had 
recently  taken  place  between  representa- 
tives of  the  Society,  the  Regional  Phar- 
maceutical Officers  Committee  and  the 
Department  on  the  involvement  of  phar- 
macists in  all  pharmaceutical  supplies, 
including  dressings,  within  the  managed 
service.  It  had  been  agreed  that  the 
pharmacist's  principal  responsibility  was 
for  quality  assurance  which  required  an 
involvement  in  procurement,  quality 
control,  storage  and  distribution,  the 
extent  of  the  involvement  depending 
upon  the  nature  of  the  supplies.  It  was 
also  noted  that  discussions  on  this  topic 
were  continuing  between  the  regional 
pharmaceutical  officers  and  regional  sup- 
plies officers. 

Negotiations  are  to  be  conducted  with 
insurance  brokers  to  increase  the  maxi- 
mum cover  under  the  Society's  profes- 
sional indemnity  insurance  scheme  to 
£150,000. 

It  was  agreed  that  the  Society  should 
insist  to  the  Department  of  Health  that 
pharmacists  should  be  included  in  future 
in  the  hazard  warning  chain  concerning 
faulty  infusion  pumps. 

A  reply  would  be  sent  to  HM  Principal 
of  Factories  expressing  the  Society's 
interest  in  national  discussions  with  the 
Health  and  Safety  Executive. 

Mr  J.  P.  Kerr,  member  of  Council,  isj 
to  represent  the  Pharmaceutical  Society 
in  discussions  with  the  British  Diabetic 
Association  on  the  introduction  of 
insulin  preparations  of  100  units  per  ml 
as  the  only  strength  available.  The 
BDA's  next  meeting  is  March  12. 

New  ways  of  extending  the  co-opera- 
tion   between    official   bodies    on  the 
subject  of  health  education  had  been 
discussed  at  a  meeting  last  December 
Continued  on  p98 
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NOW  THERE'S 
SAFETY 


Since  Casio  have  introduced  time 
functions  into  their  selective  range  of 
electronic  cash  registers,  security  has 
been  increased  many  times  over. 

Timed  sales  receipts  show  time  of 
purchase  printed  in  digital  format  as 
deterrent  against  shoplifters. 

Timed  audit  records  allow  closer 
supervision,  monitoring  of  opening 
and  closing  times,  and  controlled 
results  reportage. 

Timed  interval  reports  record  printed 
by-the-hour  reports  on  customer  traffic 
for  staffing  levels,  opening  hours, 
productivity  fluctuations. 

Timed  alerts  give  pre-set  audible 
warning  on  timing  of  cash-lifts,  banking 
routines,  shift  changes,  Happy  Hours, 
special  promotions. 

Date  and  Time  change.  Once  set,  date 
and  time  automatically  change  on 
receipts  and  audit  records.  Even  in  leap 
years -even  after  weekend  switch  offs. 

Overflow  system.  On  certain  models,  a 
discreet  at-a-glance  signal  when  any 
attempt  to  falsify  results  may  have 
been  made. 

Time  display.  On  the  button  visual 
display  of  time  for  customer,  staff  and 
management  convenience. 


There's  a  Casio  cash  register  to  suit  every  size  of  business-and  for 
value  and  reliability  you'll  find  Casio  hard  to  beat.  And  when  you  take 
into  consideration  the  added  benefits  of  timed  security  and  simplicity 
of  operation,  Casio  now  has  to  be  the  name  for  cash  registers-as  it 
already  is  for  calculators  and  digital  watches. 


R  RECEIPT 
THANK  YOU 

3  •  •  1.23* 
2301 
154  Sf 

5.00 
61 


More  information  please 
A  demonstration  please  EH 


Co/Firm 


Address 


Tel.No. 


To:  Casio  Electronics  Co.  Ltd., 
28  Scrutton  Street,  London  EC2A  4TY. 
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PSGB  Council 

Health  care 
in  practice 

Continued  from  p96 

between  representatives  of  the  Associa- 
tion of  Area  Health  Education  Officers, 
the  Guild  of  Health  Education  Officers 
and  the  Society,  the  Practice  Committee 
heard.  It  had  been  agreed  that  co-opera- 
tion should  be  on  a  practical  level 
between  pharmacists  and  those  con- 
cerned professionally  with  matters  of 
health  care  and  that  it  was  important 
that  education  officers  should  establish 
contact  with  pharmacists  in  general  prac- 
tice. Details  of  agreements  reached  at 
the  meeting  are  to  be  circulated  to 
regional  and  area  pharmaceutical 
officers. 

In  1979  representation  was  made  to 
the  Department  of  Health  that  a  phar- 
macist should  be  included  on  the  joint 
working  group  on  the  primary  health 
care  team  set  up  by  the  Standing  Medical 
Advisory  Committee  and  the  Standing 
Nursing  and  Midwifery  Advisory  Com- 
mittee. The  group  had  been  set  up  to 
examine  the  problems  associated  with 
the  establishment  and  co-operation  of 
primary  health  care  teams.  The  applica- 
tion had  been  unsuccessful  and  had  been 
followed  by  a  request  that  the  chairman 
of  the  Standing  Pharmaceutical  Advisory 
Committee  should  receive  working  group 
papers  in  order  to  comment,  if  neces- 
sary. The  Practice  Committee  heard  that 
a  reply  had  now  been  received  from  the 
secretary  to  the  working  group  turning 
down  the  Society's  request.  It  was  agreed 
that  a  reply  should  be  sent  to  the 
Department  accepting  the  decision  with 
reluctance  and  emphasising  the  need  for 
the  Society  to  be  involved  in  the  consul- 
tation procedure. 

New  bottles  opposed 

A  proposed  revised  British  Standard 
for  glass  medicine  bottles  was  considered 
by  the  Practice  Committee.  The  new 
draft  standard  excludes  the  pouring  lip 
and  some  bottles  are  slightly  lighter. 
The  proposals  had  been  made  by  the 
Glass  Manufacturers  Federation,  who 
had  suggested  that  some  pharmacists 
were  using  child-resistant  caps  and  that 
the  pouring  lip  sometimes  caused  slight 
leakage.  The  general  practice  subcom- 
mittee and  the  Practice  Committee  were 
firmly  of  the  opinion  that  the  pouring 
lip  was  of  considerable  value  to  patients 
and  its  removal  would  be  of  advantage 
only  to  the  manufacturer.  Council 
agreed  with  the  recommendation  that 
the  GMF  should  be  told  the  Society 
opposed  the  new  standard  because  of  the 
omission  of  the  pouring  lip. 

In  view  of  the  long  waiting  list  of 
would-be  information  providers  wanting 
to  join  Prestel,  the  Post  Office's  "view- 
data" system,  the  Practice  Committee 
considered  what  should  be  done  about 


The  L'Oreal  Hurdle  Handicap,  held  at 
Newbury  recently,  provided  excitement 
for  race-goers,  and  millions  watched  on 
television  as  the  winner,  Jack  O'Lantern, 
was  involved  in  a  four-horse  photo-finish 
from  a  field  of  12  runners.  Mr  Cyril  Ashley, 
L'Oreal  (UK)  Ltd  chairman,  was  delighted 
with  the  success  of  the  occasion;  his 
wife  Beryl  presented  the  porcelain  trophy 
to  Jack  O'Lantern's  owner,  Mr  W.  D.  Pigott. 


the  Society's  application  to  join. 
Although  the  meeting  was  inclined  to 
withdraw  from  the  waiting  list  because 
of  the  expense  involved  and  the  unlikeli- 
hood of  the  public  availing  themselves 
of  health  education  via  the  medium,  it 
was  nevertheless  felt  that  no  immediate 
action  should  be  taken.  It  was  agreed 
that  details  should  be  sought  on  whether 
any  organisations  on  the  waiting  list  were 
providing  information  on  public  ser- 
vices and  what  information  they  were 
providing. 

A  meeting  had  been  held  last  Nov- 
ember between  representatives  of  the 
Society,  the  British  Surgical  Trades 
Association  and  the  PSNC  on  the  supply 
of  an  added  range  of  orthoses,  the  Prac- 
tice Committee  heard.  Council  had 
agreed  that  as  a  prerequisite  for  supply- 
ing such  an  extended  range  of  surgical 
appliances  pharmacist  contractors  should 
have  a  suitable  fitting  room  and  be 
appropriately  trained.  The  BSTA  is  to 
contact  the  Orthotic  Training  Council 
with  a  view  to  preparing  a  draft  syllabus 
on  training  which  will  be  considered  by 
the  Council. 

Council  agreed,  on  the  recommenda- 
tion of  the  Law  Committee,  that  the 
subject  of  liability  for  defective  products 
should  be  debated  at  a  future  Tuesday 
evening  meeting  of  the  Council.  The 
basis  of  the  debate  would  be  a  discussion 
document  to  be  produced  by  the  head 
of  the  Law  Department. 

The  Society  has  sent  a  letter  to  the 
Department  of  Health  objecting  to  the 
proposal  to  extend  by  a  further  year  the 
present  transitional  arrangement  to  allow 
non-statutorily  registered  practitioners  to 
continue  to  administer  medicinal  pro- 
ducts parenterally  to  humans. 

The  proposed  project  on  the  profes- 
sional competence  of  practising  pharma- 
cists will  be  discussed  on  January  25  at 
a  meeting  between  representatives  of  the 
Society,  National  Pharmaceutical  Asso- 


ciation, Pharmaceutical  Services  Nego- 
tiating Committee,  Company  Chemists 
Association  and  Co-operative  Pharmacy 
Technical  Panel. 

The  chief  pharmacist  at  the  Depart- 
ment of  Health  would  be  writing  to 
regional  pharmaceutical  officers  com- 
mending the  substance  of  the  proposals 
set  out  in  the  draft  circular  on  regional 
postgraduate  education  committees,  it 
was  reported  to  the  Education  Com- 
mittee. The  Education  Committee  recom- 
mended, and  the  Council  agreed,  that 
Society's  president  should  also  write  to 
the  chairmen  of  regional  health  authori- 
ties and  regional  pharmaceutical  com- 
mittees urging  the  establishment  of  the 
new  committees.  Copies  should  also  be 
sent  to  each  regional  administrator. 

Dr  David  Bailey  has  been  appointed 
secretary  of  the  Welsh  committee  for 
postgraduate  pharmaceutical  education 
and  director  of  postgraduate  pharmaceu- 
tical studies  in  Wales. 

Council  noted  the  statement  on  uni- 
versity resources  and  overseas  students 
fees  by  Lord  Annan,  vice  chancellor, 
University  of  London,  which  had  been 
published  in  The  Times,  and  recognised 
the  serious  situation  in  which  universi- 
ties and  polytechnics  now  found  them- 
selves. However,  Council  decided  that  it 
would  be  better  to  defer  consideration 
of  the  matter  until  October,  when  re- 
sults of  the  Government's  policy  would 
be  more  apparent. 

The  Agricultural  and  Veterinary  Phar- 
macists Group  annual  weekend  meeting 
will  be  held  on  October  4-5  at  Keswick. 
A  booklet  on  careers  in  agricultural  and 
veterinary  pharmacy  is  to  be  produced 
for  second  year  pharmacy  students. 

A  meeting  of  the  Industrial  Pharma- 
cists Group  on  "Marketing  and  admini- 
stration" will  be  held  in  the  afternoon 
of  March  19.  The  annual  meeting  will  be 
held  in  the  morning  preceded  by  a  meet- 
ing on  "Recruitment  of  pharmacists  into 
the  pharmaceutical  industry".  It  was  also 
agreed  that  a  meeting  should  be  held  in 
May  on  "Sustained  release  technology" 
and  one  in  October  on  the  use  of  com- 
puters in  production. 

Seminar  on  tax, 
finance  and  law 

Berkeley  Business  Management  Ltd  are 
holding  a  seminar  on  "Tax,  finance  and 
the  law  for  retail  pharmacists,"  March 
16,  9.30  am  to  5.15  pm  (fee  £75  plus 
VAT).  The  venue  is  the  Holiday  Inn 
(Marble  Arch),  George  Street,  London. 

Topics  include  tax  and  financial 
planning,  stock  relief,  selling  businesses, 
wives  as  staff,  employment  law  and 
medicines  legislation.  Speakers  will  be 
Mr  Tim  Asti'll,  deputy  secretary, 
National  Pharmaceutical  Association; 
Mr  Stephen  Bennett,  chartered 
accountant;  Mr  David  Kobrin,  chartered 
secretary;  Mr  Mike  Mead,  broadcaster 
and  lecturer.  Details  from  pharmaceu- 
tical seminar  registrar,  room  1A, 
Berkeley  Business  Management  Ltd,  96 
New  Cavendish  Street,  London  Wl. 
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Leader of 
the  packs 


T^rnaid 

STERILE 

DRESSING  PACK 

DRUG  TARIFF 


CONTENTS 

5  Ahsortieitt  Gay 28  Tissue  Pad 

4  Altsorfcern  Gaum  Swabs  10  cm  x  10  c 

4  Urge  Cation  Wool  8atts 

5  Afesnrbem  Paper  Tows! 

I  Watsr  Repellent  Paper  Sterile  Field 


Vsmon-Carua  < 


1/erriaid 

STERILE 

5  GAUZE  PADS 

(GAUZE  SWABS  B.P.C. ) 
7-5cmX7-5cm    8  PLY 


Vernon-Carus  Limited 


Vernon-Carus  Ltd.  pioneered 
commercially  produced  Sterile 
Dressing  Packs  in  the  United  Kingdom 
almost  twenty  years  ago  and  have 
led  the  field  ever  since. 

Packs  are  obtainable  from  all 
wholesale  chemists  and  conform  to 
the  National  Health  Service  Drug 
Tariff  Specification. 

l^rnaid 

REGD. 

THE BRAND LEADER 


VERNON-CARUS  LTD. 
Penwortham  Mills, 
Preston,  Lanes,  Tel:  744493/8 


Premiere  of  a  new 
trade  fair  for  the 
cosmetics  industry 


osmetics  80 


1st  International 
Trade  Fair  for 
Cosmetics,  Health 
and  Beauty  Care 

Munich,  9-11  May  1980 

cosmetics  80  —  international 
meeting-place  for  specialists 
of  the  trade 

Here  you  can  obtain  the  over-view  that  you  need, 
in  one  place  and  in  the  shortest  time. 
Here  you  can  recognize  trends  and  evaluate 
these  for  the  benefit  of  your  enterprise. 

cosmetics  80  is  exclusive 

Only  trade  buyers  will  be  admitted  (registration 
of  visitors).  This  guarantees  you  undisturbed 
business  talks  and  informative  discussions. 

Range  of  exhibits 

1.  Cosmetics,  health  and  beauty  care,  corres- 
ponding related  products  2.  Packaging  3.  Dis- 
plays 4.  Shop  fitting,  shop  installations 

You  are  awaited  in  Munich,  for  cosmetics  80  is 
your  trade  fair. 


cosmetics  80-Coupon 

I      I    Please  send  detailed  information 

I      I   authorization  permits  to  visit  the 


trade  fair 


Name 


Address  (stamp) 


ECL  (Exhibition  Agencies)  Ltd.,  11  Manet  ster  Square, 
GB-London  W1M  5  AB,  Tel.  486-1951,  Telex:  2  4591  montexg 
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OPEN  SHOP 

by  a  proprietor  pharmacist  in  the  London  area 

Year  ends  on  a  sour  note 


I  am  sitting  down  in  the  first  week  of 
January  to  write  the  thoughts  of  one 
small  business  proprietor  as  he  reviews 
the  events  of  the  year  just  gone  and  his 
hopes  for  the  year  ahead. 

Foremost  in  my  mind  is  an  intense 
disappointment  that  the  level  of  my  NHS 
remuneration  was  less  in  1979  than  in 
1978.  Any  increase  in  on-cost  due  to 
inflation  has  been  more  than  offset  by 
the  drop  in  numbers  since  the  introduc- 
tion of  the  increased  script  charges. 

Thus,  while  all  my  staff  have  had 
increases  in  salary  to  help  them  combat 
inflation,  I  have  had  a  reduction  in  my 
income.  Only  the  much  maligned  dis- 
counts have  enabled  me  to  keep  my  head 
above  water  and,  as  Mr  Bob  Worby  so 
clearly  showed,  these  are  not  as  big  as 
the  Ministry  or  the  Franks  panel  are 
trying  to  suggest. 

One  event  showed  me  just  how  dis- 
honest our  terms  of  service  are.  On 
December  1  the  price  of  Ventolin 
inhalers  rose  from  £1.96  to  £2.86  each. 
Now  I  am  unable  to  carry  large  stocks 
of  fast-moving  lines  from  one  month  to 
another,  so  on  November  30  my  stock 
was  down  to  10  inhalers.  During  Decem- 
ber I  dispensed  65  Ventolin  inhalers  on 
48  prescriptions.  Consider  the  following 
sum:  — 

Cost  of  10  inhalers  in  stock         £  19.60 
„    „  55     „     at  £2.86  £157.30 


Total  cost  of  inhalers 
Payment  for  65  inhalers 

at  £1.96 
On-cost  at  10  per  cent 
48  dispensing  fees  at  241p 


£176.20 

£127.40 
£  12.74 
£  11.76 

£151.90 


Thus,  I  have  lost  £24.30  in  dispensing 
Ventolin  inhalers  during  December. 

This  pattern  of  loss  was  repeated  on 
Becotide,  Ventolin  tablets,  the  Betnovate 
range — in  fact,  all  those  lines  which 
increased  in  price  on  December  1.  Of 
course  you  may  argue  that  I  should 
reduce  the  cost  of  my  purchases  by  my 
discount,  but  even  if  I  reduced  them  by 
all  of  10  per  cent  I  should  still  have 
dispensed  my  Ventolin  at  a  loss  for  a 
whole  month. 

Stock-turn  fictions 

Now,  all  this  stems  from  the  fiction  that 
seven  weeks'  stock  means  seven  weeks' 
stock  being  slowly  turned  over  all  the 
time.  In  fact  it  means  a  small  propor- 
tion of  stock  being  turned  over  many 
times  a  month  and  a  large  proportion  of 
stock  hardly  being  turned  over  at  all. 
It  is  no  good  the  really  slow  movers 
appreciating  in  capital  value  on  the 
shelves  if  their  final  destination  is  the 
ru'bbish  bin  (or  should  I  say  the  unused 
medicines  disposal  unit?). 
This  rate  of  stock-turn  between  the 


slow  movers  and  the  fast  ones  must  be 
very  difficult  to  quantify  as  it  obviously 
varies  from  pharmacy  to  pharmacy.  A 
single  pharmacy  drawing  virtually  all  its 
prescriptions  from  two  or  three  doctors 
will  have  a  much  narrower  band  of 
products  being  prescribed  than  one 
which  is  sharing  with,  say,  four  or  five 
other  pharmacies  the  prescriptions  from 
a  dozen  or  more  doctors.  My  own  phar- 
macy is  one  of  these,  drawing  amongst 
four  or  five  others  from  a  health  centre, 
whose  dozen  or  so  doctors  all  seem  to 
work  part  time  and  who  have  four  or 
five  trainees  every  year.  The  trainees 
are  a  particular  problem  as  they  arrive 
with  their  own  prescribing  ideas  and 
are  "trained"  to  the  ways  of  the  practice. 

Again,  one  example  illustrates  this 
well.  A  new  trainee  arrived  and  started 
issuing  prescriptions  for  Minocin  tablets, 
a  product  which  I  had  never  dispensed 
before  and  did  not  stock.  This  went  on 
for  about  a  week,  by  which  time  I  had 
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Deserving  of  respect?  (see  col  3) 

put  a  large  size  into  stock.  The  pres- 
criptions for  Minocin  suddenly  stopped 
and  I  found  that  his  "trainer"  had  sug- 
gested to  him  that  tetracycline  tablets 
would  be  equally  effective  at  a  fraction 
of  the  cost.  So  in  a  couple  of  years  time 
a  large  Minocin  will  be  added  to  my 
collection  of  useless  "ethicals." 

This  would  not  have  'been  so  bad  in 
days  when  an  "ethicals"  manufacturer 
was  willing  to  exchange  outdated  stock 
on  grounds  that  if  he  wanted  distri- 
bution of  his  product  it  was  only  fair  to 
protect  a  pharmacy  which  agreed  to 
stock  it,  should  his  representative  fail  to 
get  the  product  going.  Not  so  today.  In 
fact  the  pendulum  has  swung  so  far  the 
other  way  that  recently  an  Allen  &  Han- 
burys  representative  refused  to  accept 
for  exchange  a  faulty  Rotahaler  on  the 
grounds  that  his  company  did  not  ex- 
change goods  under  any  circumstances. 

This  has  led  most  chemists  not  to 
stock  new  "ethicals"  and  the  one  to 
suffer  is,  as  usual,  the  patient.  On  Christ- 
mas Eve  a  poor  wretch  came  into  my 


pharmacy  with  a  prescription  for  Coptin 
suspension.  I  was  the  eleventh  pharmacy 
he  had  called  on  and  not  one  stocked 
the  product.  I  tried  to  contact  the 
doctor,  but  he  was  out  on  his  rounds. 
I  tried  several  other  chemists  in  the 
area,  none  of  whom  had  the  product  in 
stock,  and  eventually  had  no  alternative 
but  to  hand  the  prescription  back  to  the 
father  suggesting  he  contacted  the  doctor 
as  soon  as  he  returned  from  his  rounds 
and  changed  the  prescription  for  some- 
thing a  little  more  easily  obtained.  Had 
it  been  one  of  my  own  doctors  I  should 
have  given  Septrin,  well  knowing  I  could 
justify  my  actions;  but  with  a  strange 
doctor  I  am  always  loathe  to  substitute 
in  case  he  decides  to  be  awkward  and  I 
should  find  myself  at  the  wrong  end  of 
a  service  case.  And  although  one  would 
image  that  such  a  case  would  be  thrown 
out,  the  official  mind  often  sees  things 
differently. 

A  friend  of  mine  dispenses  a  regular 
prescription  for  prednisolone  2.5mg  e/c 
once  a  month.  The  prescription  was 
written  by  the  receptionist  and  one 
month  she  forgot  the  magic  letters 
"e/c".  The  prescription  was  dispensed  as 
usual  and  lay  on  the  bench  ready  for 
collection.  The  Society's  inspector  came 
along  and  decided  to  use  it  for  the 
Drug  Testing  Scheme.  The  analyst's 
report  declared  that  the  tablets  did  not 
comply  with  the  BP  specifications  as 
they  failed  the  disintegration  test  (which 
being  enteric-coated  was  scarcely  sur- 
prising). 

The  chemist  involved  was  contacted 
and  explained  the  position,  enclosing  a 
letter  from  the  doctor  who  stated  that 
the  chemist  had  correctly  dispensed  what 
was  intended.  Common  sense  would  dic- 
tate that  the  matter  be  left  there,  but  no! 
The  administrator  decided  that  although 
the  chemist  had  dispensed  what  was 
intended  he  had  not  dispensed  what  was 
written  and  a  service  case  was  called. 
This  cost  a  great  deal  of  money  in  paper- 
work, in  expenses  for  the  Service  Com- 
mittee and  not  least  for  the  superinten- 
dent pharmacist  involved  who  had  to 
find  a  locum  in  the  holiday  season  to 
enable  his  to  attend.  I  might  add  that 
the  Committee,  being  composed  of  prac- 
tical individuals,  dismissed  the  case  in 
less  time  that  it  takes  to  read  this  article. 

Respect  in  train 

The  other  day  a  young  mother  came 
and  asked  me  for  some  tubes  of  the 
ointment  which  came  in  a  box  with  a 
picture  of  a  train  on  it.  Completely 
mystified  I  could  not  place  what  she 
meant  and  learned  that  her  doctor  had 
given  it  to  her.  She  eventually  produced 
the  box  which  had  contained  tubes  of  the 
(now  discontinued)  Topisone  bearing  the 
legend  "It's  tops  for  tots".  When  I  ex- 
plained that  the  product  was  prescrip- 
tion-only she  was  quite  astounded.  Surely 
if  it  was  for  "baby's  skin"  it  was  quite 
safe  and  innocuous. 

How  can  pharmacists  expect  the  public 
to  treat  medicines  with  respect  when 
the  pharmaceutical  houses  treat  them 
with  so  little? 
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End  of  the  line 

I  appreciate  reps  must  have  "journey 
cycles"  and  that  some  chemists  will  obvi- 
ously come  at  the  beginning  and  end,  etc. 
But  it  would  be  helpful  if  all  firms  would 
note  that  new  forms  should  be  sent  out 
to  allow  people  like  myself  to  re-order. 

Our  make-up  stands  are  virtually 
empty  since  Christmas,  and  we  certainly 
get  no  help  from  most  of  our  reps  with 
re-ordering.  If  I  am  going  to  be  one 
of  the  unlucky  chemists  who  comes  at 
the  end  of  a  journey  cycle,  then  I  will 
be  lucky  to  have  new  stock  in  again 
in  time  for  Mothers  Day. 

Come  on  you  cosmetic  houses,  especi- 
ally. Can't  we  have  at  least  some  help 
towards  filling  up  our  shops  again?  Can 
you  not  anticipate  our  needs  a  little  bet- 
ter than  you  have  done  in  the  past? 
Congratulations  to  Rimmel,  however, 
who  always  send  out  a  new  form  with 
every  order  sent  out  by  them. 
Give  P.  C  apian 
Yeadon 

PSNC  democracy 

It  may  be  presumptuous  even  to  state 
that  the  most  discussed  subject  at  this 
year's  LPC  representatives  conference 
will  be  Health  Service  remuneration — or 


to  be  more  precise,  the  lack  of  it. 

However,  what  better  way  to  start  a 
new  decade  than  to  promote  the  prin- 
ciple of  contractors'  democracy  as  op- 
posed to  the  lack  of  it. 

Delegates  are  only  invited  to  attend 
in  an  advisory  capacity.  Resolutions — 
even  those  passed  unanimously — are  not 
binding  on  the  PSNC,  who  will  discuss 
all  successful  motions  at  their  first  meet- 
ing after  the  conference.  They  will  de- 
cide amongst  themselves,  and  away  from 
all  delegates,  which  resolutions  to  throw 
out  (as  last  year's  successful  Hertford- 
shire resolution  on  the  constitution  of 
PSNC)  and  which  to  accept. 

Various  methods  could  be  used  to 
democratise  these  conferences.  Contrac- 
tors, having  to  work  within  the  context 
of  limited  information  from  the  PSNC, 
do  not  believe  that  because  a  resolution 
is  successful  at  the  conference,  it  is  neces- 
sarily 00  per  cent  correct,  or  even  pos- 
sible of  being  translated  into  effective 
action.  However,  the  PSNC  has  prior 
knowledge  of  all  motions;  some  they  may 
well  believe  are  unsatisfactory  or  even 
wrong. 

The  PSNC,  with  their  greater  expertise 
and  more  intimate  knowledge,  should  put 
appropriate  democratic  amendments  to 
such  resolutions  for  open  discussion  at 
the  conference. 

The  results  of  the  conference  should 
be  democratic  and  the  best  available  at 
that  time,  accepted  both  by  conference 
delegates  and  the  PSNC.  Any  particular 
member  of  PSNC  who  doesn't  wish  to 


participate  in  such  democratic  resolutions 
can  always  resign. 
George  Baxter, 
London  E13 

Any  'surplus'  cine? 

One  of  the  centres  for  the  Vietnamese 
"Boat"  people  is  situated  here  in  Carn- 
wath.  They  are  arriving  at  this  centre  in 
batches  of  30  and  this  is  expected  to 
continue  over  the  next  two  years. 

They  will  remain  at  this  Kersewell 
Centre  for  three  months  while  receiving 
medical  treatment  and  while  more  per- 
manent accommodation — and,  hopefully, 
employment — is  found  for  them. 

Few  of  these  unfortunate  people  have 
any  knowledge  of  our  language  and  way 
of  life  and  the  first  priority  for  them  is 
to  acquire  a  basic,  "survival"  English 
during  the  three  months  they  are  here! 

There  are  approximately  60  Vietnam- 
ese at  the  centre  at  any  one  time 
administered  to  by  three  full  time  work- 
ers and  a  Chinese-speaking  interpreter 
— most  Vietnamese  speak  a  Chinese 
dialect — and  the  task  of  teaching  them 
English  would  be  impossible  but  for  the 
help  of  local  volunteers.  The  principle 
is  that  each  tutor  "adopts"  one  Vietnam- 
ese family  and  is  responsible  for 
acquainting  them  with,  at  least,  a  rudi- 
mentary form  of  English. 

My  wife  and  I  have  adopted  a 
charming  young  family — Tran  Thanh 
Quy,  his  wife  Tarn,  their  two  young 
Continued  on  pi 02 


four  customers  trust  Bonjela  for  speedy  an 
lasting  relief  of  mouth  ulcer  and  teething  pain. 
At  this  time  of  the  year  they  may  need 
Bonjela  for  cold  sores,  too. 

Just  enough  Bonjela  to  cover  a  fingertip 
applied  to  the  sore  will  relieve  the 
discomfort  and  help  prevent  secondary 
infection.  Action  within  three  minutes  and 
lasting  up  to  three  hours  will  ensure  satisfied 
customers  and  healthy  repeat  business  for  you. 


relief  at  their  fingertips 

bonjela 


Lloyds  Pharmaceuticals  Ltd.,  Reckitt  &  Colman 
Pharmaceutical  Division,  Hull 
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The  Evans  sales  team  pictured  on  a  visit  to  the  quality  control  centre  at  the 
Speke  factory 


COMPANY  NEWS 


Wellcome  sales 
lift  in  79 

Group  sales  of  Wellcome  Foundation  Ltd 
increased  8  per  cent  from  £38 1.7m  to 
£41 1.6m  for  the  year  end  to  August  31. 
But  group  profits  before  tax  were  up  only 
1  per  cent  at  £51. 6m,  with  net  profit 
slightly  up  at  £24.2m  against  £23. 4m  in 
the  previous  year. 

Foreign  exchange  losses  amounted  to 
£9. 7m  compared  with  £3. 2m  in  1978  and 
Mr  A.  J.  Shepperd,  chairman,  said:  "The 
distorting  effects  of  sterling  as  a  petro- 
currency and  the  tight  network  of  ex- 
change controls  then  existing  had  placed 
UK  manufacturing  exporters  in  an 
unenviable  position." 

However,  exports  made  a  further 
advance  to  a  record  high  of  £94m,  and 
Mr  Shepperd  comments  that — "The  re- 
sults for  the  year  .  .  .  speak  well  for  the 
underlying  strength  of  the  group  and  the 
spread  of  its  markets." 

Capital  expenditure  for  the  year 
totalled  £27m,  £12m  of  this  in  the  UK: 
"We  have  taken  the  view  that  if  we  are 
to  remain  in  the  forefront  of  our  tech- 
nology we  must  equip  ourselves  well  for 
the  future",  states  Mr  Shepperd.  On 
assessing  the  immediate  future  he  says: 
"Our  view  is  that  we  expect  to  hold  our 
own  in  the  difficult  trading  times  which 
are  anticipated." 


LETTERS 

Continued  from  d101 

children  Thi  and  Phuong  and  also 
Quy's  brother  Tung.  They  are  desperate 
to  learn  our  language  as  quickly  as  they 
can  and  work  very  hard  at  it.  We  have 
just  had  a  most  delightful  Christmas  and 
New  Year  celebration  with  them. 

It  is  surprisingly  difficult  to  teach  your 
language  to  another  person  when  you 
have  no  knowledge  of  his  language.  It  is 
particularly  difficult  to  teach  pronuncia- 
tion to  an  Oriental  whose  articulation 
depends  more  on  voice  intonation  than 
movement  of  lips  and  tongue.  We  have 
learned  more  of  the  mechanics  of  our 
speech  than  we  knew  existed! 

In  order  to  simplify  and  standardise 
the  programme  of  tutoring  we  have 
decided  to  make  a  series  of  films  each 
dealing  with  a  separate  subject — the 
family,  the  house,  shopping,  etc.  The 
sound  track  would  carry  the  relative 
words  in  Chinese  and  English.  Once  this 
series  has  been  completed  it  can  be 
used  throughout  the  two  years  that  the 
scheme  is  expected  to  run. 

It  is  proposed  to  shoot  the  film  on 
super  8  stock  for  economy  and  ease  of 
handling.  Eumig  (UK)  Ltd,  have  helped 
by  supplying  an  RS3000  television-style 
projector  at  much  reduced  cost  and 
Kodak  Ltd  have  given  us  two  sound 
films.  However,  it  will  take  a  consider- 
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Evans  are  back 

Evans  Medical  are  to  renew  calls  on 
retail  pharmacists  after  a  gap  of  12  years. 

An  eight-strong  sales  force  has  been 
created  and  will  call  on  both  chemists 
and  wholesalers — previously  a  small  team 
called  on  wholesalers  only. 

The  management  team  comprises  Mr 
W.  G.  (Bill)  Capper,  general  manager,  Mr 
M.  D.  Trowell,  commercial  manager,  and 
Mr  R.  A.  Wells,  sales  manager,  all  of 
whom  are  pharmacists.  The  representa- 
tives are  Fred  Baillie,  Bert  Cox,  Roy 
Holland,  Keith  Horton,  Stan  Jones,  Bob 
Smith,  Alf  Stoner  and  Abby  Zain. 

Mr  Capper  says:  "Our  contacts  with 


able  amount  of  films  to  cover  the  range 
of  subject  matter  envisaged  and  the 
funds  available  are  very  limited. 

There  must  be  quite  a  few  chemists 
who,  like  ourselves,  find  they  have  out- 
dated film  stock  which  can  only  be  dis- 
posed of  at  much  reduced  prices. 
Providing  that  the  films  are  not  more 
than  one  year  out  of  date  they  would  be 
ideal  for  our  needs. 

If  any  of  our  colleagues  have  much 
film  stock — super  8  silent  or  sound — and 
are  prepared  to  sell  them  to  us  at  a 
reduced  price,  will  they  please  write  to 
me  stating  quantity  and  price  asked.  If 
not,  please   wish   us   success  anyway! 
Thank  you. 
D.  J.  Coleman,  MPS 
The  Pharmacy, 
Main  Street,  Carnwath, 
Lanark  ML11  8HP. 

POSTSCRIPTS 

Metric  male 

From  Capetown  comes  a  tale  that  a  male 
deodorant  advertisement  was  rejected  by 
the  South  African  Broadcasting  Corpora- 
tion because  it  included  the  phrase:  "It 
makes  every  inch  of  you  a  man."  In  their 
note  to  the  advertising  agency,  a  corpora- 
tion spokesman  said:  "We  have  a  rule 
that  all  measurements  must  be  metric." 
Peterborough  column,  Daily  Telegraph, 
January  10. 


pharmacists  will  now  become  stronger! 
which  should  be  mutually  beneficial.  Alii 
orders  will  be  supplied  through  whole-l 
salers.  The  new  team  will  be  promoting! 
selected  products  from  the  Evans  list  ofl 
standard  drugs  and  an  expanding  range! 
of  generics. 

Lancastria  to  move 

Greater  Lancastria  Co-operative  Chem- 
ists are  moving  to  new,  purpose-built 
warehouse  and  office  premises  on  Janu- 
ary 28.  The  address  will  then  be  Unit  2, 
Cornford  Road,  Marton,  Blackpool  FY4 
4QQ. 

The  move  has  been  occasioned  by 
the  growth  of  the  department — £250,000 
turnover  from  14  branches  in  1965;  the 
£lm  mark  passed  in  1973,  and  a  prospect 
of  £4.  lm  from  22  branches  in  the  finan- 
cial year  ending  January  26.  Mr  C.  J. 
Davey.  superintendent  chemist,  says  that 
several  large  retail  developments  are  in 
the  planning  and  preparation  stage  for 
implementation  early  in  the  current  year. 

APPOINTMENTS 

Ward  Blenkinsop  &  Co  Ltd  have  an- 
nounced   management    changes  from 
January  1.  In  addition  to  his  responsibili- 
ties as  export  director,  Mr  P.  N.  Croft 
will  be  responsible  for  sales  in  the  UK 
and  Ireland,  and  becomes  sales  director. 
Mr  M.  F.  T.  Barrett,  at  present  UK  and 
Irish  sales  manager,  is  appointed  com- 
mercial manager,  his  prime  responsibili- 
ties including  purchasing  and  supplies, 
distribution,  marketing   services,  public 
relations  and  publicity.   Mr  D.  C.  J. 
Ward  adds  the  UK  and  Irish  markets 
to  his  current  export  responsibilities  and 
becomes  general  sales  manager.  Mr  P.  M. 
R.  Gibson  remains  as  marketing  director, 
with  responsibility  for  overall  strategical 
planning.  Mr  A.  M.  Blenkinsop  is  ap-  I 
pointed  deputy  general  manager  (in  addi-  | 
tion  to  Mr  D.  D.  Steele),  of  the  Hale-  I 
bank  factory,  and  will  be  responsible  I 
for  factory  operations.  Mr  Steele  retains  I 
his  current  responsibilities,  with  the  addi-  I 
tion    of    manpower    development    and  I 
planning. 
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MARKET  NEWS 


Borax  dearer 

London,  January  16:  EP  grades  of 
borax  are  from  £37  to  £42  dearer  per 
metric  ton  depending  on  type  while 
EP  grade  boric  acid  has  gone  up  by 
£56  per  ton  for  the  granular  and  by 
£58  for  the  powder. 

Menthol  and  aromatic  chemicals  of 
Chinese  origin  are  now  admitted  into 
EEC  countries  duty  free.  However,  for 
a  time  some  spot  material  will  be 
around  on  which  duty  has  been  paid; 
the  spot  rate  quoted  for  menthol 
below  must  be  regarded  as  nominal 
since  it  is  based  on  the  cif  value  and 
without  duty. 

Among  essential  oils  there  was  a 
sharp  fall  in  petitgrain  for  shipment 
and  in  Brazilian  peppermint  on  the 
spot,  the  weak  dollar  being  largely 
responsible. 

In  spices  cinnamon  bark  and  quills 
and  pepper  were  firmer  while  cloves, 
turmeric  and  Indian  fenugreek  seed 
were  easier.  Of  the  sixteen  crude  drug 
price  changes  in  the  week  thirteen 
were  increases;  sarsaparilla  made  the 
largest  percentage  gain.  The  three 
items  marked  down  were  cascara, 
henbane  and  kola  nuts. 


Pharmaceutical  chemicals 

Amylobarbitone:  Less  than  100-kg  lots  £14.89  kg; 
sodium  £16.17. 

Aspirin:  Ten-ton  lots  £1.76  kg;  imported  from  £1. 
Borax:  EP  grade.  2-4  ton  lots  per  metric  ton  in 
paper  bags,  delivered — granular  £276;  powder  £300; 
extra  fine  powder  £314. 

Boric  acid:  EP  grade  per  metric  ton   in  2-4  ton 

lots — granular   £425;    powder  £453. 
Bromides:  Crystals  E  per  metric  ton. 

Under  50-kg  250-kg  1,000-kg 

Ammonium  926  886  856 

Potassium  crystals        895  855  825 

Sodium  926  886  856 

Brucine  sulphate:  £45.00  kg. 

Butabarbital:  Acid  £19.75  kg;  sodium  £21  kg  in 
50  kg  lots. 

Butobarbitone:  Less  than  100  kg  £17.91  per  kg. 
Chloral    hydrate:    50-kg    lots    £2.20  kg. 
Cinchocaine:  Base   (500-g  lots)   £92.70  kg;  hydro- 
chloride £89.10 

Cocaine:  Alkaloid  £688  kg;  hydrochloride  £628. 
Dihydrocodeine  bitartrate:   £535  kg   in   20-kg  lots: 
Subject  to  Misuse  of  Drugs  Regulations. 
Methadone  hydrochloride:  £330  per  kg.  Subject  to 
Misuse  of  Drugs  Regulations. 

Noscapine:  Alkaloid:  £33  kg  for  100-kg.  Hydro- 
chloride £36.50. 

Opiates:  (£  per  kg)  in  1-kg  lots;  subject  to  Misuse 
of  Drugs  Regulations — Codeine  alkaloid  £638  to 
£653  as  to  maker:  hydrochloride  £488-£562;  phos- 
phate E490-E499;  sulphate  £562.  Diamorphine  alka- 
loid £764;  hydrochloride  £696.  Ethylmorphine 
hydrochloride  E623-E639.  Morphine  alkaloid  £709  50- 
£722,  hydrochloride  and  sulphate  E579-E589. 
Oxalic  acid:  Recrystallised  £1.39  kg  for  50-kg  lots. 
Papaveretum:  £390  kg;  5-kg  lots  £355  kg.  Subject 


to  Misuse  of  Drugs  Regulations. 
Paracetamol:  (Per  kg)  50-ton  contracts  from  £3.22; 
10-ton  £3.30.  Premium  for  d/c  £0.20  kg. 
Pentobarbitone:     Less     than     100-kg     £20.17  kg; 
sodium  £21.39. 

Pethidine  hydrochloride:  Less  than  10-)<g  lots 
£51.30  kg.  Subject  to  Misuse  of  Drugs  Regulations. 
Phenobarbitone:  In  50-kg  lots  £8. 76kg,  sodium 
salt  £8.47. 

Pholcodine:  1-kg  £538  to  £543  as  to  make:  60-kg 
lots  £493.  Subject  to  Misuse  of  Drugs  Regulations. 
Phthalylsulphathiazole:  50-kg  lots  £8.54. 
Quinalbarbitone:   Base   and   sodium    in   25-kg  lots 
£22.94  kg. 

Theobromine:  Alkaloid  £6.90  kg  for  500-kg  lots. 
Theophylline:   Anhydrous  and   hydrous   £5.98   kg  in 
100-kg  lots;  ethylene  diamine  £6.43  kg. 

Crude  drugs 

Aloes:  Cape  £1,080  ton  spot;  £1,070,  cif,  Curacao, 
£2,330  cif,    no  spot. 

Agar:  Spanish/Portuguese  £7.30  kg  nominal. 
Balsams:    (kg)    Canada:   dearer   at   £12.60   on  the 
spot;   shipment;   £12.40,    cif.    Copaiba:   £3.25  spot; 
£3.05    cif.     Peru:    £9.85    spot;    £9.75,     cif  Tolu: 
unquoted. 

Belladonna:  (kg  cif)  herb  £1.51;  leaves  £2.24;  root, 
no  offers. 

Benzoin:  £207  cwt  cif. 
Buchu:  Leaves  unquoted. 

Camphor:  Natural  powder  unavailable  on  spot; 
Formosan  offered  at  £8  kg,  cif.  Synthetic  96% 
£1.10. 

Cardamoms:  Alleppy  green  No.  2  £8  kg,  cif. 
Cascara:  £1,150  metric  ton  spot;  £1,000,  cif. 
Cherry    bark:    Spot    £1,125    metric    ton;  shipment 
£1,135,,  cif. 

Cinnamon:  Seychelles  bark  £480  metric  ton  spot: 
£425.  cif.  Ceylon  quills  4  o's  £0.83lb,  featherings 
£0.181-   lb  both,  cif. 

Cloves:    Madagascar/Zanzibar    £4,160    metric  ton 

spot.   £3,900,  cif. 

Cochineal:  Tenenfe  black  brilliant  spot  £25  kg,  spot 
and  cif.  Peru  silver  grey  £14.75  spot;  £14.40,  cif. 
Dandelion:  Spot  £2,005  metric  ton  spot,  £1,920,  cif. 
Ergot:  No  offers. 

Gentian  root:  £1,850  metric  ton  spot;  £1,785,  cif. 
Ginger:  Cochin  £430  metric  ton  spot  shipment 
£410  cif.  Other  sources  not  quoted. 
Henbane:  Niger  £1,390  metric  ton  spot;  £1.380,  cif. 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware- 
house). Australian  light  and  medium  ambers  £665- 
£675;  Canadian  £800;  Mexican  £675;  Argentinian 
£790  (white). 

Hydrastis:  Spot  £30.60   kg;   no  cif. 

Ipecacuanha:  Matto  Grosso  £16.80  kg;  nominal,  cif; 

Costa  Rican  £20,  cif. 

Jalap:  Unquoted  on  spot;  £2.500  metric  ton,  cif. 
Kola  nuts:  £475  metric  ton  spot;  £420,  cif. 
Lanolin:  BP  grade  £1  kg  in  1  metric  ton  lots. 
Lemon  peel:  Spot  £1.240  metric  ton;  £1,150,  cif. 
Liqucrice    root:    Chinese    £585    metric    ton  spot; 
£565    cif.    Block    juice    £1,400    metric    ton  spot; 
Spraydried  £1,550. 

Lobelia:  American  nominal.  European  £1,850 
metric  ton,  cif. 

Lycopodium:  £4.80  kg  spot;  no  cif. 

Mace:    Grenada    unsorted    $2,750    metric    ton,  fob 

whole  $3,000. 

Menthol:    (kg)    Brazilian   £5   nominal;    spot;  £4.70. 
cif.  Chinese  £5.50  duty  paid;  £5,  cif. 
Nutmeg:  (per  metric  ton  fob)  Grenada  80's  $2,950 
sound  unassorted  $2,650  110's  $2,750,   bwb  defec- 
tives $1,750. 

Nux  Vomica-  No  spot  or  cif. 
drums  ex  wharf;  Mediterranean  origin  £1,440. 
Pepper:    (metric   ton)    Sarawak   black  £1.030  spot. 
£2.000,  cif;  white  £1,400  spot;  £2.850,  cif. 
Pimento:  Jamaican  £1,120  metric  ton  spot:  £1,085. 
Podophyllum:   Root  Chinese  no  spot;   £400  metric 
ton,  cif. 

Quillaia:  Spot  £905  metric  ton;  £725,  cif. 
Rhubarb:  Chinese  rounds  60  per  cent  pinky  £3.30 
kg,  spot;  £3,  cif. 
Saffron:  nominal. 

Sarsaparilla:  Jamaican  £2,500  metric  ton  spot, 
£2,510,  cif. 

Seeds:  (metric  ton,  cif)  Anise:  China  £865  for 
shipment.  Celery:  Indian  £450.  Coriander:  Moroc- 
can £210.  Cumin:  Indian  £850.  Fennel:  Indian 
£475.  Fenugreek;  Moroccan  £290;  Indian  £275. 
Senega:  Canadian  £10.20  kg  spot;  £9.  cif. 
Senna  (kg)  spot  Alexandria  pods  hand-picked  from 
£2  upwards;  manufacturing  £0.55.  Tinnevelly  faq 
leaves  £0.46;  pods,  faq  £0.46;  hand-picked  £0.55, 
Squill:  Indian  white  £340  metric  ton,  cif. 


Styrax:  Turkish  natural  £5.60  kg  spot;  £5.60,  cif. 
nominal. 

Tonquin  beans:  Para  £3.65  kg  spot;  £3.30.  cif. 
Turmeric  Madras  finger  £550  metric  ton  spot; 
£435,  cif. 

Valerian:  Dutch  £1,910  metric  ton  spot;  £1,860,  cif 
Indian  £1,215  spot;  £1,185,  cif. 

Witchhazel  leaves:  £2.35  kg  spot;  £2.10,  cif  liquid 
£0.47  kg. 


Essential  oils 

Camphor:  White  £0.90  kg  spot;  £0.87,  cif. 
Citronella:     Ceylon     £3.70     kg     spot;     £3.20,  cif. 
Chinese  no  spot;   £3.90,  cif. 

Clove:    Indonesian    leaf   £2.10    kg    spot;  shipment 
£1.90,    cif.   English   distilled   bud  £44. 
Peppermint   (kg)   Arvenis — Brazilian  £4.25  spot  and 
cif,  Chinese  £3  spot;  £2.80,  cif.  Piperata  American 
from   £14.25  spot;   £14,  cif 
Petitgrain:  Paraguay  £8.25  spot;  and  cif. 
Sandalwood:    Mysore    £67    kg    spot;    East  Indian 
£51  spot. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  tor  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


COMING  EVENTS 

Monday,  January  21 

Plymouth    Branch,     Pharmaceutical  Society, 

Greenbank  Hospital  board  room,  at  8  pm. 

Mr  C.  C.  B.  Stevens  (member  of  Pharmaceutical 

Society's    Council)    on    "New   and  proposed 

legislation". 

Stockport  Branch,   Pharmaceutical  Society,  Alma 

Lodge  Hotel,   Stockport,   at  8  pm.  Sergeant 
Beard  (Stockport  Police  Force)  on  "Crime 
prevention". 

Tuesday,  January  22 

File  Branch,   Pharmaceutical  Society,  Royal  Albert 
Hotel,  Kirkcaldy,  at  7.45  pm.  Mr  B.  C.  Abernethy 
(consultant   surgeon.    Fife   Health   Board)  on 
"Stoma  care — a  surgeon's  viewpoint". 
North  Metropolitan  Branch,  Pharmaceutical  Society, 
Royal    Free   Hospital,    at   7   pm.    Visit  to 
dialysis  unit. 

Worshipful  Society  of  Apothecaries  of  London, 

Apothecaries  Hall,   at  6  pm.  J.   Glover  on 
"Medical  ethics  in  'the  21st  century". 

Wednesday,  January  23 

Reading  Branch,  Pharmaceutical  Society,  Royal 

Berkshire    Hospital    postgraduate  medical 
centre,   at  8.30  pm.   Professor  A.   Beckett  on 
"The  problem  of  dope  in  society  and  sport". 
(Joint  meeting  with  West  Berks  Branch. 
Scottish    department,    Pharmaceutical    Society,  36 
York  Place,  Edinburgh,  at  7.45  pm.  Professor 
J.  B.  Stenlake  (department  of  pharmaceutical 
chemistry.    University   of  Strathclyde)  on 
"Medicines — safety,  quality  and  efficacy". 

Thursday,  January  24 

Bedfordshire  Branch,  Pharmaceutical  Society, 

Bird-in-hand.  Henlow  Camp  Crossroads,  at 

8  pm.  Dr  R.  Coladangelo  on  "Peptic  ulcers". 

Friday,  January  25 

Croydon   3ranch.   Pharmaceutical  Society, 

Greyhound  Hotel.  Park  Lane,  Croydon,  at  8  pm. 
Mr  G.  H,   Parker  (deputy  principal  meteorological 
officer,    London   Weather   Centre)  on 
"Seaweed  to  satellites". 

Advance  information 

Hair  and  Beauty  Fair,  Winter  Gardens,  Blackpool, 
March  16-17.   Organisers:  Trade  Promotion 
Services   Ltd,    Exhibition  House, 
6  Warren  Lane.  Woolwich,  London  SE18  6BW. 


winlam 


Winlam  is  the  unique  and  established 
remedy  for  pregnancy  toxaemia  in  ewes 
(twin  lamb  disease).  Peak  sales  of  the 
product  are  January  -  March. 

Winlam  comes  within  the  'Pharmacy 
Only'  category  under  the  Medicines  Act 
and  thus  supplies,  from  1st  February, 
1980,  will  be  restricted  to  pharmaceutical 
channels. 

Current  advertising  in  the  'Farmers 
Weekly'  directs  sales  to  chemists. 

For  terms  write  or  'phone  today. 

HODGES  &  MOSS  Ltd 

Harlescott  Lane,  Shrewsbury,  Salop. 
Tel:  Shrewsbury  (0743)  51  558. 


Absolute 
Alcohol 

Synthetic  quality  available  to  British  and  all  well  known 

International  Specifications  and  Pharmacopeias. 
Also  meets  requirements  of  specifications  being  drawn 
up  for  Food  Grade  Ethanol  by  E.E.C. 


James  Burrough  Limited 

Fine  Alcohols  Division  60  Montford  Place  London  SE11 

Tel:  01  735  8131 


for  twin  lamb 
disease 
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STOCKS  FOR  SALE 


BUSINESS  FOR  SALE 


ALL  FRENCH 
COSMETIC  HOUSES 

PERFUMES,  TALCS,  ETC. 
CHEAPER  THAN  TRADE. 
CONSUMER  PRODUCTS. 

TEL:  0903-205861. 


AFRO'  PRODUCTS 

English,  American  and  Caribbean  products.  We  offer  a  unique  ser- 
vice, to  the  retailer,  in  most  popular  brands  of  hair  and  skin  cosmetics. 
Johnson  s.  Palmer's,  St.  Clares,  Dax,  La  India,  etc.,  etc. 

ZEBBRA  WHOLESALERS, 
127  Stoke  Newington  High  St., 
London,  N16. 

Phone  01-249  3161,  ext.  4/5. 


CANTASSIUM  MAKE  THE  FINEST 
RANGE  OF  THESE  AVAILABLE 
SPECIAL  TERMS  FOR  CHEMISTS 


MORE  AND  MORE  CHEMISTS 
ARE  ADDING  NATURAL  FOOD 
SUPPLEMENTS  TO  THEIR  STOCK 


GLUTEN  FREE  FOODS  H  VITAMIN  SUPPLEMENTS 


Write  to  Cantassium  for  details. 
Cantassium  Company  (Dept  FCD2), 
225  Putney  Bridge  Road,  London 
SW15  2PY. 


CANTASSIUM  PRODUCTS  ARE 
SUPREME  FOR  QUALITY  AND  PROFIT. 
Write  for  latest  price  lists  and  special 
offers.  Cantassium  Company  (Dept 
FCD1),  225  Putney  Bridge  Road, 
London  SW15  2PY. 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 


ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4. 

SINGLE  EDGE  BLADES.  20  packets 
of  5  or  cartons  of  100  £4.50  inclusive. 
Immediate  delivery.  Cheque  with  order 
please.  Rolenworth  Ltd.  1-3  Grey's 
Road,  Henley  on  Thames,  Oxon. 


Due  to  an  error  the  wrong 
prices  for  these  products 
were  printed  in  last  week's 
issue.  We  regret  any 
inconvenience  this  may  have 
caused. 


STOCKS  WANTED 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  for  manufacturers'  clearing 

lines,  and  retailers'  stocks. 

8  Northburgh  Street,  London 

EC1V  0B A.  Tel:  01-253  1184/5. 

Telegrams:   "Salvall",  London 

E.C.1. 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects 


XI— SOUTH  LANCASHIRE 
VILLAGE — Pharmacy,  near  to  the 
coast,  comprises  of  double  shop  unit 
unopposed  with  potential.  Turn- 
over, 1978  around  £120,000.  Prop- 
erty including  extensive  living 
accommodation.  £42,000,  goodwill 
and  fixtures  £12,000  and  stock  at 
valuation,  around  £16,000. 

X2— LIVERPOOL  —  Housing 
estate  business  on  outskirts  of  town. 
Turnover  to  April  1979,  £63,400, 
28.7  per  cent  gross  profit.  Dis- 
pensing 1,700  scripts  per  month. 
Not  dependent  on  any  local  doctor. 
Property  on  lease/rent  £750  per 
annum.  Price,  goodwill  and  fixtures 
£1,500  plus  stock  approx.  £9,000 
(could  be  adjusted). 
X3— LANCASHIRE— Drug  store 
for  sale.  Turnover,  1979,  over 
£30,000  per  annum.  Should  run 
well  as  pharmacy.  Living  accom- 
modation includes  two  bedrooms, 
bathroom  and  living  room.  Price 
£4,000  for  goodwill  and  fixtures  and 
stock  £5,000  at  valuation. 

X4  —  SOUTH 
MANCHESTER— Retirement 
vacancy  in  residential  suburb. 
Turnover  £9,780  to  March  1979. 
Scripts  2,500  per  month.  Easily  run, 
no  late  hours.  Property  for  sale  or 
lease  at  £2,600  per  annum. 
Goodwill  and  fixtures  £10,750. 
Stock  at  valuation  £19,000. 


X5  — WEST  MIDLANDS 
— Excellent  large  premises  on  city 
outskirts.  Turnover  1978, 
£171,714.  Scripts  approx.  2,300  per 
month.  Property  on  long  lease,  val- 
ued at  £25,000.  Capital  required 
around  £33,000  plus  stock  at  val- 
uation. 

X6— WARWICKSHIRE— Well 
sighted  premises  on  village  main 
road.  Turnover,  1978,  £136,946, 
scripts  average  approx.  1,200  per 
month,  premises  held  on  lease,  29 
years  to  run.  Capital  required 
including  stock  at  valuation  approx. 
£40,000. 

X7 — DEVON — Precinct  site  in 
prominent  summer  resort.  Lease 
£1,000  per  year.  Turnover 
approaching  £100,000.  1,800 
scripts  per  month.  High  class  agen- 
cies. Goodwill  £22,500  o.n.o.  Fix- 
tures £5,000.  Stock  £20,000  at  val- 
uation. 

X8— NORTH  EAST  ENG- 
LAND— A  pharmacy  in  out- 
standing town  centre  site,  very  val- 
uable freehold  property  valued  at 
£90,000.  Tumoverof  business  1978 
£148,000,  showing  good  increase  in 
current  year.  Scripts  1,400  per 
month.  Vendor  will  sell  for  property 
value  plus  valuation  of  stock,  esti- 
mated at  £22,000. 


V  Ernest  J/George 

&  CO 

■"^Z    GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY,  CHEADLE. 

CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


SHOPFiTTINGS 


SHOPKIT 


The  world's  first  D.I.Y.  shop- 
fitting  system  can  save  you  as 
much  as  £1 ,500  on  an  average 
refit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT 
50  Ivatt  Way, 
Peterborough  PE3  7PN 
or  telephone 
Peterborough  0733  265263 
(24  hour  cheap  service) 


DUE  TO  SHOP  CLOSURE,  offering  a 
complete  set  of  Myers  Slimbuilt  chemist 
shop  fittings,  excellent  condition, 
14x4ft  units,  2  gondolas,  1  x6ft, 
counter  and  dispensary  fittings.  Offers 
invited  about  £2,000.  Telephone 
Macclesfield  0625  613274. 


MISCELLANEOUS 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  0PD. 
Tel:  01-946  2291. 


"FASHION  JEWELLERY" 
Jodez  (Manchester)  Ltd., 
34  Shudehill,  Manchester  M4 1 EY 
Tel:  061-832  6564 

Largest  and  most  exclusive  range 
of  direct  and  imported  continental 
jewellery. 
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AGENTS  REQUIREDfor  importers  and 
manufacturers  agents  in  the  chemist 
sundries  business.  Unique  lines.  Most 
areas  required.  Top  commissions.  Box 
No.  C&D  2681 

19  January  1980 


CHEMIST  &  DRUGGIST 


gets  results.  Put  it  to  the  test  by 
posting  us  your  next  advertisement 
or  by  telephoning  us  on: 


01-353  3212  Extension  116.  i 


BUSINESS  OPPS. 


EXPORT/IMPORT  COMPANY 

wishes  to  sell/buy  pharmaceuticals  and 
perfumery  in  UK/EEC  where  prices  or 
exchange  rates  offer  financial  benefit  to  both 
parties. 

Requirements  and  offers  to: 
Box  No.  C&D  2683 


EXPORT 


enquiries  invited  for  the  supply  of 
pharmaceuticals — perfumes,  cosmetics  and 
toiletries 

Box  No.  C&D  2680 


AGENTS  WANTED 


NATIONAL  DISTRIBUTOR  REQUIRED  ^ 

A  well  established  company  require  a  national  sales 
distributor  to  increase  the  already  significant  market 
share  of  its  domestic  insecticide  and  rodenticide 
products. 

This  is  an  opportunity  for  a  company  with  the  ability 
to  handle  both  sales  and  distribution  and  which  has 
experience  in,  or  a  genuine  desire  to  be  involved  in, 
the  pesticide  market. 

All  replies  will  be  handled  with  confidence. 
Please  write  to  the  Managing  Director,  Box  No.  2682 


TRADE  MARKS 


The  Trade  Mark  No.  779781  consisting  of  the  word  PARABAL 
and  registered  in  respect  of  "Pharmaceutical  substances  and  pre- 
parations for  human  use"  was  assigned  on  2nd  May  1 979  by  BERK 
PHARMACEUTICALS  LIMITED  of  Station  Road,  Shalford, 
Guildford,  Surrey  to  Sinclair  Pharmaceuticals  Limited  of  Borough 
Road,  Godalming,  Surrey  WITHOUT  THE  GOODWILL  OF 
THE  BUSINESS  IN  WHICH  IT  WAS  THEN  IN  USE. 


TRADE  SEBVICES 

GENERK 
BLET! 


Approved  Prescription  Services  Limited 

CLECKHEATON.  WEST  YORKSHIRE.  BD19  3BZ 
TELEPHONE:  —    CLECKHEATON  10274)876776. 

COLOSTOMY,  ILEOSTOMY,  UROS- 
TOMY appliances/accessories.  Com- 
plete range.  Immediate  delivery.  Gram- 
pian Medical  Supplies,  29-33  Skene 
Square,  Aberdeen.  Tel:  0224  631307. 
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Box  No.  replies 
to: 

Chemist  &  Druggist 
Box  No  

25  New  Street  Square, 
London  EC4A  3JA. 


ALL  BRANDS  OF  Equine  Anthel- 
mintics &  other  Veterinary  Medicines. 
Pharmacists  experiencing  difficulty  in 
obtaining  supplies  of  the  above,  contact 
your  pharmacist  orientated,  and  owned, 
wholesale  distributors,  for  these  pro- 
ducts. National  Service,  full  trade  dis- 
counts. Brian  G.  Spencer  Ltd,  Station 
Road,  Shenstone,  Lichfield  WS14  0NP. 
Phone  0543  480314  (24hrs). 


SITUATIONS  VACANT 


SALES  REPRESENTATIVE 

for  LONDON  area 

THE  JOB 

Selling  to  wholesale,  mass  merchandisers  and  negotiation  of  specialist 
customer  requirements. 

THE  PRODUCT 

Toiletries,  cosmetics  and  combs. 

THE  TRAINING 

Product  knowledge  together  with  a  good  insight  of  the  company's  versatility 
will  be  given. 

THE  PERSON 

Must  be  enthusiastic,  hard  working  and  have  a  proven  track  record.  Age  is 
unimportant  but  preferably  under  45. 

THE  REWARD 

Basic  Salary  £4,000  plus  commission.  Company  car.  Three  weeks  holiday 
and  the  usual  benefits  of  a  large  company.  The  successful  appointee  should 
earn  in  excess  of  £6,000  per  annum  including  commission. 

Apply  to:    Julian  Norfolk,  Sales  Manager,  E  R  Holloway  Limited, 

Lavenham,  Sudbury,  Suffolk,  CO10  9QE. 
Telephone:  Lavenham  247000 


PHARMACIST 

(male  or  female) 

required  to  manage  a  modern 
pharmacy.  Pleasant  working 
conditions  in  a  modern  shop  with 
good  support.  N.H.S.  prescriptions 
1 100  per  month  approximately. 
Salary  c.  £5000+  p.a.  to  be 
negotiated.  Excellent 
superannuation  scheme  and 
holiday  entitlement.  Help  with 
housing  if  required.  Near  to  sea  and 
excellent  golfing  amenities  (6 
courses).  Removal  expenses. 
Applications  in  writing,  stating  age 
and  experience  to  the 

General  Manager, 
Prestonpans  Co-operative 
Society  Limited, 
190  High  Street,  Prestonpans, 
East  Lothian,  Scotland. 


TABLET 
MAKERS 

Granulation  and  com- 
pression machine 
operatives  required  for  fast 
expanding  small  private 
company,  manufacturing  a 
range  of  Generic  Tablets 

High  rates  of  pay  including  a 
profit  sharing  Bonus 
Scheme  for  people  of  the 
right  calibre  prepared  to 
word  hard 

For  application  form  telephone 

MRS  D  WATERS 
WATFORD  41891 


CHEMIST  WHOLESALER 

Requires  Full-time  experienced  Assistants  for  order  assembly  of  ethical 
products. 

5-day  week.  No  Saturdays. 

Good  staff  discounts  in  our  shops  and  those  of  associated  companies. 
For  further  details  apply 

R.  A.  RANDELL,  Kingswood  Chemists,  Redlands,  Coulsdon,  Surrey. 
Tel:  01-668  3257. 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  12  noon  Tuesday  prior  to  publication  date 


ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading 


Please  invoice 


insertions 


PLEASE  PRINT 


Name 


Address 


Phone  Date  _ 

Display/Semi  Display  £5.00  per 
single  column  centimetre,  min 
25mm.  Column  width  44mm 
Whole  Page  £450  (275mm  x 
86mm) 

Half  Page  £250  (135mm  x  186mm) 


 Signed  

Quarter  Page  £130  (135mm  x 
91mm) 

Lineage  Minimum  charge  £5  for  20 
words,  25p  per  word  extra 
Series  Discounts  5%  on  3  inser- 
tions or  over.  10%  on  7  insertions  or 
over.  15%  on  13  insertions  or  over 


Typesetting  and  graphics  by  Tottenham  Typesetters  Ltd.,  London  N15.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD  ,  25  New  Street  Square,  London 
EC4A  3JA.  Registered  at  the  Post  Office  as  a  Newspaper  32/1 8/32s 


Self  lok  Shoplan  Units 

Can  you  dispense 
with  them? 

You  certainly  can't  do  without  their  smart  clean 
lines  that  say  so  much  about  your  pharmacy  and  the  way 
you  run  it.  Nor  without  their  tremendous  versatility  and 
trouble-free  life. 

You'll  enjoy  Selflok's  good  old  fashioned  service 
too,  and  together  with  modern  expert  planning  and 
design,  prompt  delivery,  and  installation  experts  at  your 
beck  and  call,  you  can  be  sure  of  complete  satisfaction. 

You'll  like  the  Selflok  range  too,  with  it's  Wall 
Shelving  -  Gondolas  -  Storage  Units  -  Binning  and 
Basket  Display  -  Perfumery  and  Cosmetic  Units  -  k 
Window  Fittings  -  Showcases  etc.,  and  -  yes  even  a  A 
complete  range  of  Dispensery  Units  -  and  we  make  ^fl 
'specials'  too. 

So  you  see,  you  can't  dispense  with  Selflok.  ^fl 
But  then  again,  you  can!  A 

Selflok  Shoplan  Limited,  Auckland  House,  m 

81  Farleigh  Road,  Warlingham,  Surrey  CR3  9EJ  V 

Telephone:  Upper  Warlingham  (088  32)  2151. 

Regional  Offices  in  Midlands  and  the  North.  S 


Versatool 


Ensure  the  safe  storage  and  maintenance  of 
your  Tablet  Punch  and  Die  sets,  by  using  one 
of  the  VERSATOOL  range  of  Cabinets  and 
Workbenches,  equipped  with  removable 
plastic  moulded  inserts  in  swing  out  trays  for 
easy  access  and  handling. 


pindeP  VERSATOOL  W  Pinder  and  Sons  Limited 
Padholme  Road   Peterborough   Tel  (0733)  68318 


SELFLOK 
SHOPkflM 


Company 
Address   


I  would  like  to  know  more  about  § 
Selfiok  Shoplan  range  of  fittings.  _ 


Name  .. 
Position 


Tel:    CodeSS/PBCD 


CARTQHSf  ROM  STOCK. 


Size  (mm  I 

(2oz)   55g    50  x  30  x  70 
(4oz)110g    62  x  35  x  92 
(8oz)225g    75  x  44  x  114 
(16oz)450g    90  x  65  x  152 


Size  code 

D10 
D25 
D50 
D75 
D100 


Size  code 

TC7 
TC8 
TC9 
TC10 


Size  (mm. I 

25  x  12  x  32 
31  x  16  x  45 
38  x  22  x  57 
46  x  25  x  63 
50  x  30  x  70 


Size  (mm  ) 


60 
70 
60 
70 


27 
29 
44 
48 


1 10  x  30  x 


137    60  Solprin  etc. 
1 62    60  Codis  etc. 
137  100  Solprin  etc. 
162  100  Codis  etc. 

Approx  3  sheets 
1 1 0  Ferrograd  C  etc. 


Further  details  of  SELF 
ADHESIVE  LABELS,  CARTONS,  BAGS, 
DISPENSING  VIALS  AND  STATIONERY 
ETC.  are  obtainable  on  request. 

Please  fill  in  this  coupon. 


$q  Pharmaceutical  Packaging  (Leeds)  Ltd. 

A  DIVISION  OF  THOMAS  WAIDE  b  SONS  LTD 

KIRKSTALL  HILL,  P.O.  BOX  140,  LEEDS  LS1  1QE 

TEL   752653       GRAMS   WAIDE  LEEDS 


With  over  a  100  years  of  printing  for 
the  pharmaceutical,  medical  and  veterinary 
professions.  We  claim  to  offer  a  service 
second  to  none. 

IMPORTANT:  PLEASE  ORDER  EARLY 


To:  Pharmaceutical  Packaging  (Leeds)  Ltd. 
Kirkstall  Hill,  P.O.  Box  140,  LEEDS  LS1  1QE 
Please  supply  details  and  post  paid  order  forms  to: 


Name . 


Full  Postal  Address 


Post  Code 


C-D 
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For  your  professional  recommendation, 
another  great  profit- winner  from  Parke-Davis 


Benylin 

DAY  AND  NIGHT 

Cold  Treatment 


New  Benylin*  Day  and  Night  Cold  Treatment  is  an  effective  product 
that  you  can  recommend  to  your  customers  with  full  professional  confidence. 
It's  an  effective  profit-winner,  too.  No  other  product  in  this  important 
market  offers  you  the  same  return  for  your  recommendation  at  the  counter, 
as  many  pharmacists  know  already. 


Benylin  Day  and  Night  Cold  Treatment  11  ovi 
containing  24  retoil  pack) 
Lut  price  to  phorm  per  retail  pack  5Sp 
Pnce  to  public  per  retail  pack  95p 

0nc  VAT.  «  15%). 

Each  yellow  (daytime)  tablet  contain*; 
Paracetamol  B  P 

Phenylpropanolamine  hydrochloride  B  P 
Eojh  blue  (night  time)  toblet  containi: 
Porocetamol  B  P 

Diphenhydramine  hydrochloride  B  P 


500  mg 


For  the  relief  of  the  lymplomi  oiiociated  with  cold)  ond  influenza. 
Adult  Dotage 

Four  tablett  ihould  be  token  doily  -  three  yellow  tablet)  during  the 
day  ond  one  blue  toblet  at  night 

Toke  only  one  tablet  ot  o  time,  and  only  at  the  timei  of  day  indicated 
on  the  pack 

Do  no'  loite  the  nrght-'ime  lob/els  during  the  day 
Children  *  Dotage 

Not  recommended  for  ch./dren  under  12  yean 


Contra- indication),  warning)  etc 

Hypertenutivity  to  ony  of  the  conttituentv  Paracetamol  can  cou>e  ikin 
roihei.  dm  men  and  palprtationt  Caution  ihould  be  eiercued  in 
pahenti  with  hyperthyroidDm,  hyperlennon,  cardiac  dyifunction, 
diabete)  mellrtui  ond  liver  dworderv  Benylin  Day  &  Night  Cold 
Treatment  ihould  not  be  uied  during  treatment  wrth  M.A.O.I.)  or  lor 
two  week)  after  completion  of  therapy. 

Do  not  exceed  the  itated  do>e  -  An  over  dote  i>  dangerou):  medical 
ottention  ihould  be  vought  immediately  May  came  drowunai, 
If  oHected,  do  nof  drive  or  operate  moehmery  Not  to  be  med  m 
pregnancy  Avoid  alcoholic  drink  ff  tymptom)  penut  conturt  your 


Legal  Category:  P 
Product  Licence  Holder: 

Porke-Dovi)  &  Company,  U)k  Road,  PontypooJ, 
Gwent.  NP4  OYH.  Telephone:  1049  55)  2468. 

Product  Licence  No:  0018/01 1 5 
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Sunglasses 


SNOOPY 

SUNGLASSES 


1958  United  Feature  Syndicate,  Inc. 


50 


//  only ^ 

((£3*99 

Quick 

Photochange 


A 


Alfred  Franks  &  Bartlett  Co.  Ltd.,  Bartex  House, 
167-185  Freston  Road,  London  W10  6TH. 
Telephone :  01-960  0922/8.  Telex :  923223 


SAMCO  BEGINS  THE 
80s  IN  STYLE 


Samco  by  Mazzucchelli  sunglasses 
for  1980  bring  you  face  to  face  with  the 
most  sensational  range  of  fashion  sun- 
glasses ever. 

JUST  WHAT  YOUR 
CUSTOMERS  WANT 

90  sizzling  styles  -  for  Fashion,  for 
Sport,  for  Children  -  covering  every  type 
of  lens,  including  the  most  advanced 
photochromic  lenses,  'Sunsitive  Rapid' 
and  'Reactolite  Rapide'  -  all  superbly 
framed  by  the  unique  Italian  flair  which 
is  Mazzucchelli. 

JUST  WHAT  YOU  WANT  TO  SEE 

For  all  their  extra  fashion  flair,  Samco 
sunglasses  are  competitively  priced. 
They  offer  that  little  bit  extra  when  it 
comes  to  display,  too.  Handsome  floor- 
standing,  or  counter-size  stands  -  all 


delivered  pre-stocked.  Colourful  header 
boards  featuring  sensational  photo- 
graphs shot  on  location  in  Italy  

And  all  Samco  sunglasses  are 
security  tagged  and  price  marked. 

We  offer  a  wide  range  of  parcels  too 
on  the  most  attractive  terms.  You  name 
it,  Samco  have  it. 

WHAT  A  PROMOTION! 

The  Italian  Dream'  promotion,  which 
accompanies  the  introduction  of  the 


new  Samco  fashion  range,  is  designed 
just  for  you  -  and  prizes  on  offer  total 
£20,000! 

Top  of  the  bill  is  a  racey  Alfa  Romeo 
GTV  plus  a  weekend  in  Italy.  We'll  be 
telling  you  more  about  the'ltalian  Dream' 
later ....  if  s  certainly  something  you  can 
look  forward  to  with  pleasure. 

For  further  information  and  a  copy  of 
the  fabulous  full  colour  1980  brochure, 
write  to: 


Mazzucchelli  Ltd,  Old  Barn  Lane,  Kenley,  Croydon,  SURREY  or  Addis  Ltd,  Ware  Road,  Hertford,  HERTS  SG13  7HL. 
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Sunglasses 


COMMENT 


It  can  be  said,  and  without  exaggerating,  that  the  word 
sunglasses  is  outdated  and  the  product  has  outlived  its 
name.  Three  bad  summers  weather-wise  have  dramatically 
altered  the  emphasis  of  a  market  that  was  already 
changing,  particularly  among  the  younger  generation  for 
whom  sunglasses  are  now  an  essential  fashion  accessory. 
Many  companies  took  early  advantage  of  the  fashion 
bandwagon  and  its  commercial  potential,  but  most 
recognise  the  dangers  of  putting  all  their  eggs  in  the 
fashion  basket  with  its  fickle  trends. 

So  what  are  the  lessons  of  the  seventies?  Clearly 
sunglasses  are  no  longer  the  exclusive,  expensive  holiday 
item  they  used  to  be  but  are  now  regarded  as  a  necessity 
for  all — and  not  necessarily  for  just  sunny  days! 

As  improvements  in  technology  have  led  to  better 
quality  so  has  the  price  increased.  The  seventies  saw 
the  advent  of  photochromies  and  graduated  tints  which 
revolutionised  the  market  in  the  latter  half  of  the  decade. 

Recent  research  by  BMRB  for  Mintel  has  shown  that 
one-third  of  the  adult  population  had  bought  sunglasses 
within  the  previous  12  months — but  nearly  half  the 
15-24-year-olds  had  done  so.  However,  only  41  per  cent 
of  the  population  owned  a  pair  of  sunglasses,  showing 
the  untapped  potential  that  remains.  Chemists,  says 
Mintel,  still  have  half  the  market  in  unit  terms,  though 
Boots  account  for  almost  as  much  as  the  rest  put  together! 

Consumer  awareness  has  been  stimulated  by  the 
intervention  in  the  branded  sunglasses  sector  of  Foster 
Grant  and  Goggles,  joining  Polaroid  with  huge 
advertising  budgets.  But  the  economic  climate  has  left 
its  mark  and  we  enter  the  eighties  with  consolidation 
of  ranges — and,  of  course,  a  hope  for  better  weather! 
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'A  good  general  spread' 
from  Solabra  for  1980 


L.  Braun  Ltd  believe  that  in  the  pre- 
season selling  no  one  outstanding  style 
of  sunglass  has  made  itself  apparent. 
Hence  they  feel  the  Solabra  range,  which 
they  describe  as  a  good  general  spread, 
is  suited  to  the  market  and  at  compara- 
tively low  prices  for  high  quality  goods. 

The  Solabra  popular  selection  compri- 
ses eight  pieces  (£0.75-£1.50).  Each  style 
is  available  with  either  brown'  or  smoke 
lenses  and  frame  types  available  are  gilt, 
nickle  and  various  plastic  and  trans- 
parent colourings. 

Acrylic  graduated  lenses 

A  new  development  this  season  from 
Solabra  comes  in  the  extension  of  the 
acrylic  graduated  range  which  has  the 
frame  recessed  into  the  periphery  of  the 

lens. 

The  range  of  graduated  acrylic  CR39 
lenses  is  available  in  16  pieces  (£2.50- 
£5.50)  with  assorted  lenses  and  frames. 
The  graduated  lenses  range  (£1.80-£3.75) 
consists  of  10  pieces,  again  in  assorted 
lens  and  frame  colours.  The  silver  mir- 
ror lens  selection  contains  eight  pieces 
(£1.70-£2.80),  four  of  which  incorporate 
graduated  lenses. 

The  photochromic  range  has  18  styles 
(£5.10-£9.25)  including  three  with  rapid 
photochromic  XDF  lenses,  five  super 
Sunsitive  lenses  and  four  Reactolite  Ra- 
pide  in  an  assorted  selection  of  frame 
colours. 

In  the  polarised  range  (£2.50-£3.50) 
there  are  seven  pieces,  available  with 
either  brown  or  smoked  lenses  and  with 
gilt,  nickle  or,  in  certain  pieces,  black 
frames.  The  Solabra  range  also  compri- 
ses a  selection  of  children's  sunglasses 
(£0.28-£0.30)  in  assorted  colours,  and  as- 
sorted clip-ons  (£0.55-£1.73). 

Display  units 

Braun  this  season  are  offering  a  wide 
variety  of  display  units.  The  Solabra 
SMI 20  unit  (£163.20)  is  again  available 
with  12  dozen  assorted  metal  frame  sun- 
glasses in  smoke,  brown,  graduated  and 
silver  mirror  lenses.  A  counter  stand 
with  pilfer  proof  locking  bar  is  supplied. 
The  AO  unit  (£40.00)  consists  of  two 


dozen  rimless  sunglasses  in  four  different 
models  with  acrylic  graduated  lenses  on 
a  counter  stand  card.  The  AC2  unit 
(£120.40)  comprises  five  dozen  sunglas- 
ses, thirteen  different  models  either  rim- 
less or  metal-framed  with  acrylic  gradu- 
ated lenses.  Again  a  pilfer  proof  coun- 
ter stand  with  locking  bar  is  supplied. 

Nine  different  models  comprising  four 
dozen  sunglasses  with  acrylic  and  CR39 
graduated  lenses  are  available  on  the 
AC3  unit  (£134.00).  Plastic  and  metal 
framed,  the  sunglasses  are  also  supplied 
on  a  pilfer  proof  counter  stand. 

A  counter  card  of  two  dozen  metal 
framed  polarised  sunglasses  (£49.86)  is 
available  in  the  Solabra  P2  unit  as  is  a 
card  of  16  assorted  metal  and  plastic 
framed  sunglasses  on  the  Solabra  100 
photochromic  unit  (£60.53). 

A  500  photochromic  unit  (£105.77)  is 
also  available  with  an  upright  counter 
stand.  The  unit  comprises  19  pairs  of 
sunglasses,  12  different  models  of  Which 
eight  pairs  have  metal  frames  and  Re- 
actolite Rapide  lenses,  two  having  plastic 
frames  and  "Super  Sunsitive"  lenses,  six 
metal  frames  with  XDF  lenses  and  three 
plastic  frames  with  graduated  "Super 
Sunsitive"  rapid  change  lenses.  Finally 
a  clip-on  unit  (£20.76)  of  18  polarised 
clip-ons  is  available  as  a  counter  stand. 
L.  Braun  Ltd,  22  Cowper  Street,  London 
EC2A  4 AX. 

Sombrero  range 
from  Autoglaze 

By  far  the  major  share  of  the  manufac- 
turing capacity  of  Autoglaze  is  taken  up 
with  the  production  of  custom  made 
sunglasses  and  clipovers  for  leading  sun- 
glass companies  and  multiple  chemists. 
Following  their  success,  Autoglaze  are 
now  offering  a  second  range  of  sunglas- 
ses under  the  Sombrero  trade  name 
Which  will  be  available  to  chemists. 

Sombrero  sunglasses  are  supplied  in 
sets  of  12  assorted  metal  and  plastic 
styles  and  are  fitted  with  chemically 
strengthened  Reactolite  Rapide  lenses. 
A  display  stand  for  12  assorted  pieces 


is  supplied.  The  sunglasses  are  said  to 
be  competitively  priced  at  £6.60  each 
and  there  is  also  a  range  of  clipovers 
with  Reactolite  Rapide,  and  polarised 
lenses. 

Autoglaze  also  distribute  Bausch  and 
Lomb  Ray-Ban  sunglasses  in  the  UK 
and  are  now  offering  the  Photogreen  lens, 
exclusive  to  the  Ray-Ban  range.  Ray-Ban 
sunglasses  are  supported  by  point  of  sale 
material  and  Autoglaze  feels  that  this 
prestige  brand  will  be  much  in  demand 
during  the  1980  season.  Autoglaze  are 
also  UK  distributor  for  the  high  fashion 
range  of  sunglasses  from  Guy  Laroche. 
Autoglaze  Optical  Co  Ltd,  Silchester 
Mews,  Silchester  Road,  St  Leonards-on- 
Sea,  East  Sussex  TN38  0JB. 

Bartex  hold  prices 
to  win  sales 

Bartex  aim  to  take  a  bigger  slice  of  the 
UK  sunglasses  market  by  holding  prices 
down,  concentrating  on  special  lines  such 
as  the  new  Snoopy  sunglasses  for  child- 
ren, and  maintaining  good  quality  overall. 

Topping  the  Bartex  1980  range  are 
their  new  "quick  photochange"  photo- 
chromies (£3.99)  available  in  three  styles 
with  black,  nickel  or  gilt  frames,  each 
pair  comes  with  coloured  inlay.  They 
are  fitted  with  lightweight,  optically  cor- 
rect lenses  which  are  said  to  be  unbreak- 
able, and  which  are  said  to  darken  in 
about  30  seconds  in  sunlight.  Supplied 
in  boxes  of  12  pre-assorted  styles,  there 
are  free  counter  display  stands  available 
with  every  order  for  two  dozen. 

Photochromies  with  Reactolite  Rapide 
lenses  are  also  available  from  Bartex 
(£6.95  plus  VAT).  In  a  choice  of  four 
styles  with  nickel  or  gilt  frames,  each 
pair  is  supplied  with  a  case. 

Bartex  believe  they  have  never  over- 
looked the  importance  of  the  children's 
sunglasses  market,  and  1980  sees  the  in- 
troduction of  Snoopy,  a  new  line  to  join 
the  established  Mickey  Mouse  and  Don- 
ald Duck  selections  that  have  proved  so 
popular. 

Snoopy  sunglasses  (£0.50)  are  supplied 
in  red,  yellow,  and  blue  frame  colours, 
packed  three  dozen  assorted  per  box.  Dis- 
ney sunglasses  for  children,  the  company 
says,  are  still  at  the  1977  price  of  30p, 
and  prices  for  Bartex  fashion  and  polar- 
ised styles  for  boys  and  girls  start  at  16p 
(plus  VAT). 

Bartex  motifs  (£3  plus  VAT)  with 
their  sparkling  diamante  emblems  in 
heart,  love,  and  butterfly  designs  are 
fitted  with  CR39  lenses.  Four  different 
styles  are  available,  all  with  optically  cor- 
rect "degrade"  lenses  in  various  colours. 
The  company  believes  this  Bartex  fashion 
range  offers  an  exceptional  choice  of 
pleasing  sunglasses  at  realistic  prices. 

Buyers  of  polarised  sunglasses  will  find 
a  wide  variety  of  styles,  shapes  and  col- 
ours in  the  Bartex  selection.  Prices  range 
from  £1  to  £2.75  (plus  VAT).  Rip-clips 
and  clip-overs  for  spectacle  wearers  are 
£1.25  per  pair  (plus  VAT).  Alfred  Franks 
&  Bartlett  Co  Ltd,  167  Freston  Road, 
London  WW. 
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Stunning  new  styles  with  exciting  colour 
treatment  'is  how  Parfums  Rdberre 
describe  Goggles  80.  With  118  models, 
over  62  frame  styles,  a  choice  of  four 
lens  types,  they  come  within  a  price  range 
of  £5.50  to  £16.  Goggles  are  described  as 
being  Stronger  than  ever  in  fashion 
terms. 

Brand  manager  Ed  Garner  believes  it 
is  because  of  the  fashion-linked  identity 
created  by  the  television  campaign  that 
Goggles  have  fared  so  well:  "This  is  a 
market  that  depends  on  the  weather. 
1979  has  had  a  barely-there  summer, 
and  the  total  market  suffered  as  a  result 
— an  estimated  25  per  cent  down  on  the 
previous  year.  The  purchasing  trend 
however  is  now  towards  better  quality, 
higher  priced  sunglasses,  and  because  of 
this  people  are  keeping  their  specs  longer. 
Being  into  fashion,  style  and  trend 
Goggles  have  established  themselves  as  a 
real  fashion  accessory." 

The  company  believes  the  depart- 
mental store  and  chem'ist  distribution  to 
be  right  and  is  introducing  two  counter 
stands  with  full  face  mirrors,  one  of 
which  is  illuminated;  and  a  floor  stand 
which  comes  with  200  pairs  (122  being 
pre-loaded).  There  are  pilfer-proof 
security  tags  that  identify  each  pair  by 
lens,  type  and  price,  branded  cases  free 
with  each  pair,  and  detailed  consumer 
leaflets  explaining  each  lens  type. 

The  Goggles  "alternative  metals"  will 
be  introduced  in  1980.  These  are  a  collec- 
tion of  classics,  given  the  Goldsmith  touch 
using  discreet  colour  and  stylish  detailing 


with  new  super-thin  frames.  Also  avail- 
able is  Goggles  glitter. 

The  four  lens  types  used  in  the  Gog- 
gles collection  are  IR  Glass,  polarised, 
CR39  and  Sunsitive,  each  available  in  a 
choice  Of  tints  and  gradients  along  with 
new  darks — tipped  as  1980  favourites. 

The  company  believes  that  1980,  with- 
out doubt,  Will  be  the  year  that  sees 
Goggles:  "right  on  top  of  the  fashion 
stakes".  Goggles,  Parfums  Roberre,  44 
Porlman  Square,  London  Wl. 

Traditional  styles 
from  Zeiss 

Fashion  trends  in  sunglasses  will  be  more 
extrovert  in  the  eighties,  according  to 
Carl  Zeiss,  London.  But  the  company 
believes  the  Sunscene  range,  created 
especially  for  the  home  market,  reflects 
styles  in  the  more  traditional  sense  of 
elegance,  fashion  and  good  taste. 

To  meet  the  demands  of  the  new 
decade,  the  range  has  been  significantly 
changed  although  the  popular  styles  of 
Pilot  and  Aries  have  been  maintained. 
In  accordance  with  the  new  image,  new 
cases  in  soft  suede  are  also  available  with 
spring  closures. 

Sunglass  catalogues  have  been  pro- 
duced in  broadsheet  form  which  can 
serve  both  as  a  catalogue  and  a  wall 
poster.  An  advertising  campaign  is  plan- 
ned in  the  Observer  and  the  Telegraph 
colour  supplements  and  showcards  are 
being  produced  for  point-of-sale  display. 


The  Suncene  range  is  available  with 
the  full  Zeiss  sunglass  lens  range  includ- 
ing the  traditional  Umbral  65  per  cent 
and  85  per  cent,  and  the  Clartet  75  per 
cent  and  graduated. 

An  Umbramatic  SR,  photochromic 
glass  has  been  developed  and  is  described 
as  having  excellent  reaction  properties, 
darkening  to  32  per  cent  transmission  in 
60  seconds  and  to  26  per  cent  after 
another  two  minutes.  The  lens  is  tinted 
grey/brown.  Carl  Zeiss  (Oberkochen) 
Ltd,  31  Foley  Street,  London  WIA  4YZ. 

Olive  branch  out 
with  1980  range 

Surprised  to  have  done  better  than  they 
anticipated  after  a  disastrous  summer 
weather-wise,  Olive  (Chemist  Sundries) 
Ltd  look  forward  to  an  even  better  1980. 
They  have  consolidated  what  they 
believe  is  a  good  basic  range. 

The  photochromic  range  has  been  ex- 
tended with  four  new  additions  (£5.99). 
There  are  now  three  different  styles  with 
metal  frames,  one  in  black  plastic  and 
the  universal  tan  degradee  plastic  frame 
which  is  still  available.  Each  pair  is 
fitted  with  Reactolite  photochromic 
lenses  and  supplied  with  a  case.  A 
superior  universal  style  is  available 
(£9.99),  and  a  m'irror  lens  has  also  been 
introduced  with  metal  frame  (£1.99). 

The  "Shatterproof"  collection  com- 
prises five  pieces  with  plastic  frames 
(£0.89)  and  assorted  smoke  and  tan 
lenses.  Nickle  and  gilt  finished  frames 
are  available  in  classic  universal  styles 
(£1.75)  with  plain  or  graduated  lenses. 

There  are  tear-off  packs  of  six  clip-ons 
(£2.40)  suitable  for  both  sexes;  trans- 
parent counter  and  wall  display  strips 
are  available  on  request. 

In  the  polarised  collection,  the  range 
has  been  extended,  comprising  three 
plastic  and  five  metal  framed  polarised 
sunglasses  as  well  as  rimless  styles  (£2.99- 
£5.10),  with  assorted  or  tan  lenses.  Indi- 
vidual cases  are  supplied. 

Also  available  is  a  display  card  of  one 
dozen  boys'  and  girls'  sunglasses  (£0.29) 
in  assorted  shapes  and  colours  with 
shatterproof  lenses.  Olive  {Chemist 
Sundries)  Ltd,  Olive  House,  70  Orping- 
ton Street,  London  N21  3PN. 
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It's  the  first,  the  most  famous, 
fast-reacting  photochromic  glass  in  the  world 

Reactolite  Rapide  fast-reacting  So  the  next  time  you  prescribe 
photochromic  glass  is  worn  by  millions  photochromic  glass,  prescribe 
of  satisfied  people  throughout  the  the  one  with  worldwide  approval- 
world.  One  look  at  the  graph  will  tell  Reactolite  Rapide. 
you  why  so  many  are  delighted  with  the  ^ 
exceptional  performance  of  Reactolite  CHANCE  PILKINGTON  LIMITED 
Rapide,  which  is  suitable  for  wear  all  st.  Asaph, Clwyd  LL17  OLL, 
year  round,  indoors  and  out.  North  Wales,  U.K. 


To:  Chance  Pilkington  Ltd. 
St.  Asaph,  Clwyd.North  Walesji 

Please  supply  me  with 
more  consumer  leaflets. 

Name  


Company. 


Address. 


Telephone. 


CHANCE  PILKINGTON  l=<nP 
LIMITED  CD 
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A  'sunny  view'  of  the  market 
by  Foster  Grant 


Despite  a  declining  market  due  to  bad 
weather  last  summer,  Foster  Grant  still 
claim  to  be  the  1979  brand  leader  in  the 
UK  sunglass  market.  They  describe  the 
sell-in  to  chemist  multiples  and  other 
sections  of  the  retail  trade  as  very  suc- 
cessful and  are  taking  a  "sunny  view" 
of  the  future. 

The  1980  range  strongly  emphasises 
fashion,  young  styling  and  photo- 
chromies, and  is  backed  by  above-  and 
below-the-line  support.  The  collection 
offers  all  types  of  sunglasses,  from  the 
classic  to  the  most  outrageous  fashion 
styles  for  both  men  and  women  and 
priced  from  £5.99  to  £15.99. 

Classic  styles  are  well  represented  with 


tortoiseshell,  clear  crystal  and  metal 
frames.  For  the  young  there  are  fashion 
styles  with  a  strong  appeal.  Key  fashion 
trends  are  small  lens  sizes  and  beaujolais, 
tortoiseshell  and  glitter  frames. 

There  are  sunglasses  to  be  worn  as  a 
ritzy  accessory  with  rhinestone  mirror 
lenses,  cat's-eyes  for  an  intriguing  feline 
fashion  look,  and  styles  which  Foster 
Grant  believe  will  appeal  to  every  in- 
dividual taste  in  size,  shape,  colour. 

The  high  fashion  for  1980  Foster 
Grant  believe  will  be  wrap-around  styles. 
Also  available  are  "super-skinnies"  with 
fine  metal  frames  in  gold,  silver  and 
metallic  colour  finishes,  with  gradient 
lenses  which  the  company  reports  were 
the  most  popular  in  1979. 

A  £500,000  advertising  campaign  will 
be  in  two  bursts  on  television  with  a 
new  commercial  on  the  lines  of  the 
original  1979  theme.  Foster  Grant  believe 
the  commercial  will  further  widen  their 
appeal  particularly  among  the  young  and 
fashion  conscious. 

The  Camargue  range  of  sunglasses, 
inspired  by  the  spirit  of  the  area  of  the 
Camargue  in  the  South  of  France,  has 
what  the  company  describes  as  "a  free, 
high-fashion  independence."  The  Camar- 
gue symbol  (the  head  of  a  horse)  is 
displayed  in  silver  or  gold  on  the  arms 
of  the  sunglasses. 

The  range  of  styles  stretches  from 
classics  in  tortoiseshell,  ebony  and  ivory 
to  men's  space-age  sunglasses  in  bronze 
and  platinum  finishes.  Wilkinson  Sword 
Ltd,  Sword  House,  High  Wycombe, 
Bucks  HP13  6EJ. 


Oliver  Goldsmith: 
'prices  to  suit 
most  pockets' 

Oliver  Goldsmith  will  be  offering  an  even 
larger  selection  of  their  British  hand- 
made sunglasses  for  1980.  Advertised  to 
the  tune  of  £1.5  million  over  the  past 
two  seasons,  the  Goggles  range  (for 
which  Goldsmith  design)  has  helped 
make  Oliver  Goldsmith  a  household 
name. 

The  1980  Goldsmith  collection  com- 
prises an  extension  of  the  new  Private 
collection  consisting  of  eight  individual 
hand-made  sunglasses  in  a  choice  of  six 
frame  designs  and  27  different  lens 
colours.  The  company  says:  "No-one 
else  to  our  knowledge  offers  a  range  of 
tints  as  vast  as  ours,  which  we  feel,  will 
suit  all  tastes.  We  continue  to  offer  our 
sunglasses  at  prices  to  suit  most  pockets, 
commencing  with  the  '1550'  series 
(£16.00)  to  the  Private  collection  (£37.50)." 

All  sunglasses  in  the  Goldsmith  range 
are  fitted  with  CR39  hard  resin  safety 
lenses  but  XDF  photosun  colour  change 
lenses  and  graduated  photosun  lenses  are 
also  available. 


To  supplement  their  sunglasses  range, 
Goldsmith  are  now  offering  a  range  of 
nearly  100  different  designs  of  Spec- 
chains  available  in  anodised  gold  and 
silver  plate.  With  sunglasses  becoming  so 
expensive  these  are  said  to  be  the  perfect 
answer  for  people  who  do  not  want  to 
lose  them.  Also  new  is  a  range  of  42 
different  types  of  magnifiers.  P.  Oliver 
Goldsmith  Ltd,  18  Station  Close,  Potters 
Bar,  Herts. 


Ninety  styles  for 
the  new  decade 

Entering  the  eighties  with  90  styles  is  the 
plan  for  the  Samco  range.  The  logo 
"Samco  by  Mazzucchelli"  is  featured 
throughout  the  entire  range. 

Each  pair  of  adult's  sunglasses  comes 
with  a  free  suede-look  wallet  for  the 
fashion,  photochromic  and  clip-on  col- 
lections, while  an  "action"  wallet  with 
clip  fastener  comes  with  the  sports  col- 
lection. 

New  swing  tickets  attached  to  glasses 
will  show  the  lens  type,  style  and  retail 
price  with  detailed  lens  description  on 
the  reverse,  so  that  purchasers  can  select 
their  choice  at  a  glance. 

The  fashion  collection  comprises  45 
styles  (£5.99-£10.69)  in  the  Santino,  Mag- 
giore,  Emilia,  Cardicci  and  Vittorio  Moro 
ranges.  They  are  fitted  with  either  polar- 
ising lenses  which  eliminate  99  per  cent 
of  reflected  glare  or  gradient  CR39  lenses, 
ideal  for  driving  because  they  do  not  re- 
veal strain  patterns  on  the  windscreen. 

Retailing  from  £1 1.99-£15.99  there  are 
14  styles  available  in  the  photochromic 
collection  with  "super-fast"  lenses. 

The  sports  collection  (£8.99-£14.99) 
comprises  gradient  polarised  lenses  to  cut 
out  reflected  glare;  impact-resistant  glass 
lenses  with  mirror  effect  for  very  bright 
conditions,  and  Sunsitive  rapid  lenses  for 
all-round  protection. 

To  complete  the  1980  collection  there 
is  a  range  of  six  styles  of  sunglasses  for 
children  (£0.79),  plus  four  "young  set" 
styles  (£1.99).  Eight  clip-on  styles  (£4.29 
and  £4.99)  are  also  available  fitted  with 
polarising  and  gradient  polarising  lenses 
respectively.  Mazzucchelli  Ltd,  Redhouse 
Road,  Croydon  CR2  3AQ. 

Solar  of  France 
fashion  conscious 

The  Solar  range  of  sunglasses  continues 
to  emphasise  the  fashion  aspect  with 
inlaid  rhinestones,  gold  studding  and 
chains  for  the  1980  season. 

Most  Solar  styles  are  in  shades  of 
crystal,  particularly  tinted  brown,  but 
strong  burgundy  and  bold  white  are  also 
available.  Frames  are  fine  and  the  granny 
circular  look  is  back  this  year,  both  in 
plastic  and  metal  frames. 

The  Nina  Ricci  haute  couture  range 
continues  to  feature  the  contour  line, 
which  the  company  says  has  proved  pop- 
ular. Sunglasses  designed  specifically  for 
sporting  pursuits  also  play  a  big  part  in 
Solar's  1980  range.  The  new  sports  specs, 
like  all  Nina  Ricci  sunglasses,  are  hand- 
made. They  differ  because  their  CR39 
lenses  are  available  as  mirror  lenses 
along  with  gradient  brown  and  smoke. 

Solar  have  introduced  Sunsitive  rapid 
lenses  to  their  photochromic  range  and 
display  stands,  which  can  hold  from  six 
to  168  pieces,  are  available.  Solar  of 
France  Ltd,  154  Queens  Road,  Buck- 
hurst  Hill,  Essex. 


Supplement  to  Chemist  &  Druggist  January  19,  1980 — 7 


FOSTER  GRANTS 


BEAT  THE  REST 


FIRST  IN  FRONT 


ORCED  TO  BOAST.. 


LEADING  BRAND 


LOTSA  STYLES 


NEW  AD  SOON 


MONSTER  SPEND 


FOSTER  GRANTS 


No.l  brand  in  Independent  Chemists  Feb-May  1979  (Stats  MR). 
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With  Solarite®  you  get  80+  of  Britain's  finest  Sunglasses. 
There  are  elegant  New  Styles  in  GIACOMO  (Paris)  and  a  host  of 
ZEISS  UMBRALS,  REACTOLITE  RAPIDES  &  SPECIALISED  CLIP-ONS. 
Purchase  costs  are  reasonable  allowing  excellent  mark-up  potential. 
All  Solarite®  products  are  backed  by  60  years  experience  in  optics 
and  excellent  facilities  at  our  new  Wednesbury  plant. 

SUNGLASSES 


For  full  details  contact: 


QhrH€ 


Lessar  Brothers  Limited  Lesbro  Works,  Hylton  Street,  Birmingham  B18  6HW.  Telephone:  021-554  2234/5/6 
or  at  SOLARITE  HOUSE,  The  Hollies,  Wednesbury,  West  Midlands  WS10  9DH.  Telephone:  021-502  3241/2 
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Clipovers  or  overclips? 

By  Ian  Tebbutt,  managing  director,  Autoglaze  Optical  Co  Ltd 


It  is  estimated  that  approximately  half  of 
the  UK  population  wears  spectacles.  Con- 
ventional sunglasses,  therefore,  as  fea- 
tured, advertised  and  drooled  over  in  this 
special  sunglass  supplement  will  never  sit 
on  the  noble  noses  of  over  25,000,000 
myopic,  but  monied,  consumers.  A  sober- 
ing thought  .  .  .  until  one  remembers 
those  who  wear  spectacles  only  for  read- 
ing (yet  still  will  require  uncorrected  sun- 
wear)  and  contact  lens  wearers,  to  whom 
good  quality  sunglasses  are  a  necessity. 

So  what  does  the  sunglass  industry 
offer  in  the  way  of  sun  protection  for  the 
committed  spectacle  wearer? 

Polarised 

This  form  of  clip  is  by  far  the  most 
popular.  The  lenses  are  thin  (0.75  mm  or 
1.1  mm)  and  the  complete  unit  weighs  as 
little  as  5  g.  Large  flat  sheets  of  polarised 
material,  usually  tan  or  smoke-grey  tin- 
ted, are  obtained  by  the  manufacturer 
and  cut  into  strips  and  rectangles  (keep- 
ing the  polarising  axes  at  180°)  accord- 
ing to  the  pre-determined  size  and  shape 
of  the  clipover  to  be  manufactured.  Flat 
"lenses"  are  then  either  pressed  or  edged 
out  to  shape. 

As  spectacle  lenses  are  curved,  so  clip- 
over  lenses  must  also  be  bent  to  follow 
the  contour  of  the  frame.  This  is  a  heat- 
vacuum  process  carried  out  on  large 
multi-station  carousel  machines.  The 
curved,  edged  lenses — protected  from 
scratching  throughout  the  manufacturing 
process  by  thin  polythene  film  on  both 
surfaces — are  now  placed  in  a  precision 
jig  to  be  drilled  at  the  nasal  corners  in 
preparation  for  the  riveting  to  the  metal 
"bridge".  This  vital  part  has  been  engin- 
eered to  the  strictest  tolerances  with  re- 
gard to  angle,  distance  between  and 
diameter  of  the  rivet  holes.  A  riveting 
machine  with  pneumatic  control  and 
automatic  feed  completes  the  operation. 

Two  alternative  forms  of  polarised 
overclip  deserve  the  attention  of  the 
chemist.  The  "flip-up"  clipover,  whereby 
the  lenses  are  simply  lifted  vertically  out 
of  the  line  of  sight  when  not  required, 
and  the  "uncut"  clipover  which  may  be 
cut  (with  household  scissors)  to  the  exact 
shape  of  the  wearer's  spectacles.  This  is  a 
personal  service  which  is  much  appre- 
ciated by  wearers  of  modern  and  exotic 
spectacle  frames. 

CR  39,  acrylic  and  polycarbonate 

These  materials  lend  themselves  ideally  to 
the  manufacture  of  clipovers.  The  plastic 
lenses  are  light  and  available  in  a  wide 
range  of  tints.  The  disturbing  strain  pat- 
terns which  show  up  in  car  windscreens 
when  wearing  polarising  lenses  are  not 
evident  with  such  lenses.  However,  they 
are  thicker  (1.8-2.2  mm)  than  polarised 
sheeting  and  the  clipover  complete  will 
weigh  approximately  15  g. 
The  manufacturer  obtains  his  curved, 


finished  lenses  in  round  (71-80  mm  dia- 
meter) uncut  form  and  proceeds  to  flat 
edge  these  to  shape,  usually  with  a  spe- 
cially made  tungsten-carbide  tipped  mill- 
ing cutter  fitted  to  his  conventional  edg- 
ing machine.  The  shaped  lenses  are  then 
drilled  and  riveted  to  the  clipover  bridge 
as  described  above.  A  flip-up  version, 
using  these  lens  forms,  is  possible  also, 
but  the  lenses  are  too  thick  to  be  cut  with 
scissors  to  create  an  uncut  clip. 

Glass  lenses 

The  obvious  disadvantage  of  this  lens 
form  is  the  weight  of  the  overclip  when 
worn  in  conjunction  with  a  spectacle 
frame  and  prescription  lenses.  As  an 
optician,  this  writer  is  amazed  that  his 
profession  can  allow  a  patient  to  "escape" 
from  his  practice  to  purchase  such  a  cum- 
bersome item.  However,  the  relatively 
high  cost  of  having  a  second  pair  of 
tinted  lenses  to  prescription,  coupled  with 
heavy  consumer  advertising  for  photo- 
chromic  lenses  (not  available  in  plastic  as 
yet)  has  created  a  steady  demand  for  a 
low-cost  glass  (especially  photochromic) 
clip. 

Due  to  the  overall  weight  of  approxi- 
mately 25  g  and  the  brittleness  of  the 
material,  and  bearing  in  mind  the  con- 
stant fitting  and  removal  of  the  clip  to 
and  from  the  frame,  it  is  not  practical  to 
drill  and  rivet  these  lenses  and  a  full 
supporting  metal  or  plastic  rim  (as  with 
the  sunglass  frame)  is  supplied.  For 
added  safety,  the  lenses  should  be  therm- 
ally or  chemically  toughened.  This  clip  is 
available  with  either  a  "claw"  fitting 
(whereby  four  claws  at  the  temporal 
corners  of  the  clip  are  attached  to  the 
front  of  the  spectacle  frame  with  the  aid 
of  the  spring  of  an  adjustable  bridge  bar) 
or  a  simpler  "bridge"  fitting,  two  prongs 
which  fit  securely  over  and  .behind  the 
bridge  of  the  frame. 

By  their  very  nature,  all  clipovers  are 
cumbersome — they  are  a  compromise  for 
the  spectacle  wearer  who  has  decided, 
for  whatever  reasons,  not  to  purchase  a 
pair  of  lenses  tinted  to  his  or  her  own 
personal  prescription.  However,  if  only  a 
quarter  of  those  25,000,000  spectacle 
wearers  decided  to  purchase  a  clipover 
this  year,  chemists  should  be  stocking  up 
now  for  the  rush! 

Aspel  appeal  from 
Gay  Designs 

To  promote  the  Primetta  range  of  sun- 
glasses, Gay  Designs  are  featuring  the 
television  and  radio  personality  Michael 
Aspel  on  all  advertising,  promotional  and 
display  material  throughout  1980. 

Primetta  ranges  include  a  special 
driving  range,  a  polarised  range,  a  photo- 
chromic  range  and  a  fashion  range  using 
CR39  lenses. 


A  simple  point-of-sale  unit  is  available 
with  either  a  selecton  of  15  super  auto- 
matic photochromies  (£272.50),  or  a 
selection  of  30  driving  glasses  with  im- 
pact and  scratch  resistant  glass  lenses 
(£225.45). 

The  company  describe  their  policy  as 
"producing  a  quality  product  designed  to 
satisfy  the  practical  demands  of  the 
customer,  rather  than  the  pure  fashion 
accessory". 

Gay  Designs  say  this  policy  is  success- 
ful, and  claim  a  six  per  cent  share  of  the 
total  sunglass  market,  a  success  which 
they  believe  is  due  to  producing  a  quality 
product,  not  overpriced  by  excessive 
advertising  expenditure. 

By  disregarding  the  fashion  aspect  Gay 
Designs  feel  they  have  cornered  a  valu- 
able market  in  retail  chemists.  Tony 
Bowden,  marketing  director  of  Gay 
Designs,  believes:  "As  most  people  enter- 
ing Chemists  are  looking  for  a  well-made, 
functional  sunglass,  rather  than  a  fash- 
ion accessory,  feel  that  the  overpricing 
of  the  heavily  advertised  brands  has  pre- 
sented chemists  with  a  problem.  Thus  we 
are  offering  the  chemist  the  Michael 
Aspel  pack,  as  we  realise  that  not  every- 
one wishes  to  accept  the  enormous  pack 
options."  Gay  Designs  Ltd,  160  Vauxhall 
Bridge  Road,  London  SW1V  2RA. 

Shades  of  things 
to  come  in  1980 

The  Concorde  range  will  be  distributed 
for  the  1980  season  by  Correna-Jackel 
under  the  name  Correna  Concorde. 

Ranges  of  particular  interest  to  the 
retail  pharmacist  include  Sundowners, 
super-polarised,  CR39,  TGX,  photomatic 
(with  Sunsitive  lenses)  and  Correna  Con- 
corde with  Reactolite  Rapide  lenses. 

The  Sunbrella  range  includes  two 
ranges  of  clip-on  lenses.  Comprising  im- 
pact-resistant, polarising,  gradient  photo- 
change  and  fast  photochange  lenses,  the 
range  has  a  speciality  promotion  this  year 
featuring  television  personalties  "Fonz" 
and  "the  Incredible  Hulk".  There  is  also  a 
range  of  children's  plastic  sunglasses  in  a 
variety  of  styles  and  colours  (£0.45).  Dis- 
tributors: Correna  International  Ltd,  Cor- 
rena House,  Railway  Approach,  Harrow, 
Middlesex. 
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Goggles  arc  the  most  fashion  conscious 
ollection  you  can  stock.  Which  is  how  they  have 
Kcome  ;i  brand  to  be  reckoned  with  in  just 
wo  years.  And  the  1980s  collection,  again  selected 
)y  ( )liver  Goldsmith,  is  the  best  yet. 

II  you  want  the  glasses  with  more  going 
or  them  stock  Goggles. 


les 


Fashion  ri^ht 
on  the  nose. 


Photochromies  now  included 
in  Polaroid  range 


The  "Lookers  by  Polaroid"  marketing 
plans  for  1980  include  more  visits  to 
chemists  and  other  stockists  by  Polaroid 
sunglass  representatives  and  an  expanded 
range  of  sunglasses  including  photo- 
chromies. 

"Since  this  time  last  year  we  have 
greatly  increased  the  size  of  our  sales 
force"  says  Lou  Sharman,  Polaroid's  sun- 
glass marketing  manager.  "Chemists  and 
stockists  of  Lookers  sunglasses  will  be 
seeing  more  Polaroid  reps  in  1980  than 
they  have  for  years.  We  intend  to  be 
in  regular  contact  throughout  the  selling 
season." 

Following  the  launch  of  Lookers  by 
Polaroid  last  year,  and  the  company's 
move  to  include  more  types  of  lenses  in 
their  range  to  appeal  to  the  high  fashion 
market,  Polaroid  (UK)  have  introduced  a 
complete  collection  for  1980.  Included  are 
photochromic,  CR39  and  a  high-quality 
cast  plastic  lens  as  well  as  UV96  and 
polarising  lenses. 

Photochromic  lenses,  of  which  there 
are  six  variations  (£9.95-£17.95),  make  up 
10  per  cent  of  the  new  Lookers  packs  of 
sunglasses  and  there  is  also  a  20-unit 
pack  (£263.00)  containing  only  this  type 
of  sunglass. 

Retailers  can  now  buy  all  types  of 
sunglass  lens  from  Polaroid  in  one  pack. 
Four  of  the  six  new  packs  for  1980  con- 
tain mixtures  of  plastic  polarising,  photo- 
chromic, CR39,  UV96  and  cast  acrylic 
lenses  with  a  greater  proportion  of  metal 
to  plastic  frames.  Two  specialist  packs, 
one  of  photochromic  sunglasses  and  one 
of  clip-ons,  make  up  the  six.  Prices  range 
from  £3.25  for  a  clip-in  to  £17.95  for 
one  of  the  photochromic  models. 

Lou  Sharman  says:  "for  the  first  time 
in  Polaroid's  16  years  of  sunglass  market- 
ing a  retailer  can  buy  every  type  of  sun- 
glass from  us.  Now  we  can  relate  the 
famous  Polaroid  quality  which  has 
proved  itself  many  times  over  to  other 
sunglass  lens  types." 

Display  stands 

All  but  one  of  the  main  packs  (the  50 
unit  counter  display  pack)  come  pre- 
loaded on  modular  display  stands  which 
can  be  varied  in  capacity.  When  totally 
packed-down  the  stand  fits  into  a  small 
carton.  The  100  unit  pack  is  a  pre-loaded, 
illuminated  counter  display  stand  and  the 
150  unit  pack  a  pre-loaded,  illuminated 
floor  stand.  All  sunglasses  have  a  pilfer- 
proof  hangtag,  the  reverse  of  which  is 
colour-coded  according  to  lens  type  and 
printed  with  the  model  number  and 
recommended  retail  price,  including 
VAT. 

Clip-ons  will  not  be  included  in  the 
main  packs  for  1980.  Instead  Polaroid 
have  provided  a  30-unit  clip-on  pack 
(£127.70)  which  contains  polarised  and 
non-polarised  clips;  seven  new  designs 
and  the  four  most  popular  shapes  from 
this  year,  variations  of  new  design  unit 
counter  display  stand  and  a  free  case  for 


TURN  YOUR  GLASSES 


each  clip.  "Clip  strips"  (£21.05)  will  be 
continued  into  1980  with  strips  of  five 
units  in  a  choice  of  either  mixed  models 
or  one  specific  style. 

During  early  Spring  retailers  will  be 
visited  by  Polaroid  representatives,  and 
stockists  of  "Lookers  by  Polaroid"  sun- 
glasses will  be  given  point-of-sale 
material.  This  will  include  a  large  full 
colour  poster,  full  colour  showcard  and  a 
giant  hangtag  door  decal.  Polaroid  say 
they  will  be  supporting  their  new  collec- 
tions with  national  advertising.  Polaroid 
(UK)  Ltd,  Ashley  Road,  St  Albans, 
Hertfordshire  A  LI  5  PR. 

Solarite  emphasis 
on  choice 

In  launching  their  1980  Solarite  range, 
Lessar  Brothers  emphasise  that  they  do 
not  press  retailers  to  take  large  deals: 
their  belief  is  that  profitable  co-operation 
and  goodwill  is  more  important  than  an 
illusory  market  share. 

Solarite  will  again  be  providing  sun- 
glasses for  the  1980  British  Olympic 
teams  in  February  and  July.  For  the 
winter  games  competitors  will  have  classic 
leisure  sunglasses  fitted  with  Pol-rama 
glare-free  polarising  lenses,  and  for  the 
Moscow  games  CR39  and  other  sun- 
glasses in  sporting  classic  frames. 

Solarite  believe  their  strength  lies  in 
the  wide  selection  offered,  including 
fashion,  Pol-rama  polarising,  Sunsitive 
regular  and  fast  photochromies,  Rapide 
(basic  range  and  de-luxe)  and  Solarite 
clip-ons  (choice  of  14). 

To  assist  retailers,  colour  code  tallies 
are  fitted  over  sunglass  bridges  with  eight 
different  colour  circles  on  the  tallies  for 
price  identification. 

Solarite  supply  an  illuminated  floor 
stand  of  120  pieces  and  a  choice  of  three 
counter  stands.  There  are  also  two  pilfer- 
proof  units  and  special  cards  and  smaller 
displays  for  the  popular  all-metal  Sunsi- 
tive and  Rapide  ranges.  Lessar  Brothers 
Ltd,  Lesbro  Works,  Hylton  Street,  Bir- 
mingham B18  6HW. 


Verbania  put 
up  margins 

Pharmagen  Ltd  are  taking  over  distribu- 
tion of  Verbania  sunglasses  from  the 
parent  company,  Vestric,  and  the  accent 
throughout  the  1980  Verbania  range  is 
said  to  be  on  higher-than-ever  profit  mar- 
gins for  the  retailer  from  a  selection  of 
fast-selling  styles  described  as  continuing 
high  quality  with  elegant  Italian  designs. 

Verbania  have  introduced  a  new  MU6 
display  stand  for  the  new  season  con- 
taining 24  assorted  pairs  of  sunglasses, 
15  with  metal  frames,  nine  with  acetate. 
Mr  Bernard  Sparling,  general  manager  of 
Pharmagen  claims  that  this  particular 
stand  will  guarantee  a  93  i  per  cent  mark- 
up on  cost  at  suggested  selling  prices  if 
orders  are  placed  before  January  31. 

The  company  have  also  introduced  a 
stand  of  six  assorted  pairs  of  styles  con- 
taining Reactolite  Rapide  photochromic 


****** 


lenses.  Reactolite  lenses  are  available  in 
metal  frames  (£14.50)  and  acetate  frames 
(£13.50p). 

Verbania  continue  to  market  what  they 
describe  as  the  popular  MU1  display 
stand  which  has  12  assorted  styles  con- 
taining Sunsitive  photochromic  lenses, 
and  the  MU2  display  stand  holds  24  as- 
sorted polarised  and  gradient  lens  styles. 
The  four  style  clip-ons  stand  (12  pairs) 
and  the  children's  pack  (24  assorted  pairs) 
are  also  available  for  1980.  Pharmagen 
Ltd,  Chapel  Street,  Runcorn,  Cheshire. 

Vickers'  nine 

An  extensive  collection  of  sunglasses  is 
available  from  J.  J.  Vickers  Ltd.  With 
nine  different  ranges  (£0.27  to  £15.90), 
from  the  children's  collection  through  to 
the  Rapide  "Magnifique  Collection", 
there  is  a  style  to  suit  all  tastes. 

Floor  and  counter  stands  are  available 
in  varying  sizes.  The  collection  comprises 
the  Rapide  range  (£9.24  excluding  VAT), 
Photosun  (£6.90),  Super  Rimless  (£2.70), 
Eurostyle  Diamonte  (£5.55),  High  Flash- 
ers (£4.95),  Rapide  "Magnifique  Collec- 
tion" (£15.90),  polarised  (£2.97),  Meta- 
Ray  (£1.65)  and  the  children's  range 
(£0.27).  These  prices  do  not  include  VAT. 
/.  /.  Vickers  &  Sons  Ltd,  Vi.xon  House, 
182  Manor  Lane,  Lee,  London  SE12  SLY. 
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makes  you  a  very  special  offer 
. . .  more  than  93%  profit  at  RRSP 


The  1980  Verbania  range  of  high  quality  Italian  sunglasses  offers 
everybody  a  good  deal. 

For  the  consumer,  high  quality  combined  with  elegant  styling 

For  the  retailer,  more  than  93°  o  mark-up  at 
suggested  selling  price  on  certain  counter  display 
packs  during  our  special  pre-season  ordering 
period  (ends  January  31st.  1980) 

Ourcollection  consistsof  proven  fast-moving 
models  in  polarized,  gradient  and  Sunsitive 
lenses,  plus  Reactolite  Rapide.  the  world's 
quickest-reacting  photochromic  glass.  All  in  a 
carefully-chosen  rangeof  fashionable  Italian- 
styled  frames  in  metal,  acetateor  plastic. 

And  there  are  clip-ons  and  children's,  which  also 
offeroutstanding  value  for  money. 

AH  our  selections  come  in  eye-catching  counter 
display  stands. 

PHARMAGEN  LIMITED 

Details  of  our  pre-season  offers  are  available 
from  your  nearest  Vestric  branch  or  from 
Pharmagen  Limited 

Chapel  Street.  Runcorn  (Tel:  Runcorn  7281 1). 


SOLABRA  PRESENTS 

their  range  of  Sunglasses 
for  the  1980  Season 


The  picture  shows  the  Solabra  SAF  720 
"pilfer  proof"  display  stand 

Ask  your  wholesaler  for  details  of  this 
and  other  units  available 

The  Solabra  range  contains: 

Photochromic  and  Reactolite  Rapide  lenses 

in  metal  frames.  Polarised  lenses. 
Acrylic  gradient  lenses  in  lightweight  frames. 
Mirror  lenses  of  glass  or  acrylic  in  metal  frames. 
Popular  assortment  of  Ladies',  Gents',  and 
Children's  sunglasses. 
Retailing  from  28p  to  £9.25. 

Wholesale  enquiries  to:- 

L.  Braun  Ltd.,  22-24  Cowper  Street,  London  EC2A  4 AX. 
Tel:  01-253  3583 
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Sunsitive  lenses. 
For  every  kind  of  sunshin 


